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SALES FIRM; USED CARS OFF 


1935 Sales Fourth Best 


Sparks 


Fields Sets Pace 
Holler on Job 
Way Back When 
Kaye Don Visits 


-—s0e 
By 


Chris Sinsabaugh 


HEN YOU think of Chrys- 

ler you are apt to become 
tangled in verbiage, having in 
mind the corporation, whereas 
it may be the unit bearing 
the name of the head of the 
house. So be it understood that 
today’s column has to do with 
the operations of the Chrysler 
Sales Division, not the corporation. 
It tells of the success attained by 
the Chrysler dealers under the 
dynamic direction of Joseph E. 
Fields, president of the Chrysler 
Sales Corp. and vice-president of 
the parent corporation itself, a 
man who speaks with the voice 
of an experience gained over a 
span of more than two decades 
as a top executive in this great 
business of ours. 

* * 7 


THE CHRYSLER UNIT has a 
dealer body numbering 4,200, an 
increase of 5 per cent in the 
past year and covering all the 
points of the compass, selling the 
Plymouth as well as the Chrys- 
ler, and made 197,618 domestic 
retail deliveries in 1935. This is 
30.6 per cent better than it did 
in °'34. Breaking these figures 
down I find that while Plymouth 
naturally was the bread and but- 
ter job, with 155,120 units deliv- 
ered, 27 per cent better than in 
’34, the Chrysler line did even 
better in percentage of increases 
—46 per cent—representing 42,- 
498 in '35 as against 29,113 in 
’34. This does not include ex- 
port—that’s a different breed of 
cats and not within Joe Field's 
bailiwick. I’m just atellin’ you 
about Field’s operations. 

» o * 


THIS HAS NOT been an over- 
night operation. That grim old 
warrior sitting in the corner of- 
fice of the administration build- 
ing out Jefferson avenue way is 
only putting into practice what 
he has learned in those decades 
when he was climbing to the pin- 
nacle he now occupies. As Chrys- 
ler “tops” he has mapped poli- 
cies that have brought results. 
He is all ears when it comes to 
listening to his dealers. He be- 
lieves firmly that there is money 
to be made in the automobile 
business—easier made than in 
any other line, provided the deal- 
er uses common business sense 
in his operations. He thinks the 
dealer should educate his sales- 
men by teaching them the lang- 
uage of business so that they can 
differentiate between gross profits 
and net—disabuse their minds of 
the belief that if a dealer gets 20 
per cent discount per car that a 


(Continued on Page 19, Col. 2) 


Passenger Cars 
Gain 45.9% With 
2,643,908 Units 


DETROIT.—Sales of new pas- 
senger cars in the United States 
during 1935, as compiled from of- 
ficial registrations, have been an- 
nounced by R. L. Polk & Co. as 
2,743,908 units. This total has 
been exceeded only three times in 
the history of the automobile in- 
dustry—in 1926, when the figure 
was 3,228,401; in 1928, with 3,139,- 
579; and in 1929, with 3,880,206. 

The 1935 passenger car sales 
increased 45.29 per cent over the 
total of 1,888,557 registered dur- 
ing 1934. 

December, 1935, passenger car 
registrations were 237,194 units, 
somewhat exceeding the earlier 
Polk estimate of 231,000 units. 
The month’s total was the largest 

(Continued on Page 3, Col. 1) 


Canada Output 
For °35 Totals 
172,934 Units 


MONTREAL. — The Dominion 
Bureau of Statistics reports pro- 
duction of automobiles in Canada 
during December numbered 13,775 
units, an increase of 2 per cent 
over the 13,496 cars made in No- 
vember. 

The number of trucks advanced 
to 2,405 from 1,454 in November 
while the passenger cars fell off 
to 11,370 from 12,042. 

Of the December total 6,555 


(Continued on Page 3, Col. 2) 


Roy Cole Named 
To Studebaker 
Engineering Post 


SOUTH BEND, Ind. — D. G. 
(“Barney”) Roos, vice-president 
in charge of engineering of the 
Studebaker Corp., has announced 
the appointment of Roy Cole as 
chief engineer in direct charge of 
all engineering. The appointment 
is effective immediately. 

Cole has been connected with 
the automotive industry for many 
years in posts of importance. His 
most recent connection, before 
coming to Studebaker, was chief 
engineer of Dodge. 

W. S. James continues as chief 
research engineer; J. R. Hughes 
as chief body engineer; O. C. 
Kreis as consulting engineer, in 
charge of experimental produc- 
tion; W. W. Smith as tec'1nical 
service engineer; S. W. Sparrow, 
assistant research engineer; ‘©. M. 
Douglas as quality engineer; and 
Thomas L. Cowles as executive 
engineer. 


AMONG GENERAL MOTORS executives at a pre-view of the Gen- 
eral Motors Parade of Progress recently held in Detroit were: C. L. 
McCuen, Oldsmobile president ‘left), and C. F. Kettering, vice-presi- 
dent of General Motors (center), They are shown wishing good luck 
to William Schaeffer, commander of the caravan. 


GM Progress Parade 
Starts 20,000 Mile Trek 


DETROIT.—After a short cere- 
mony, the General Motors Parade 
of Progress, comprising 28 mo- 
tor units, left Detroit Wednesday 
noon, bound for a 20,000-mile tour 
as a caravan of science. 

At the conclusion of the pro- 
gram, Miss Betty Stevens, vice- 
president of the General Motors 
Girls Club, broke a bottle of 
Great Lakes water over the 
bumper of the pilot’s car and 
christened the caravan “The Gen- 
eral Motors Parade of Progress.” 
A bugle sounded and the caravan 
started its long trek to Miami, 
Fla., the city selected for the 
formal opening, Feb. 17. 

Prior to this, W. J. Davidson, 
technical director of the General 
Motors sales staff, addressed the 
crowd through amplifiers in the 
office car of the caravan. David- 
son then read a letter of greet- 
ing from Governor Frank Fitz- 


T he Top Ten 
Passenger Cars 


First Ten in Registrations 
as Reported in ADN today. 
1935 1934 
Pos. Make Pos. 
1—826,519 Ford 530,528— 2 
2—656,698 Chev. 534,906— 1 
3—382,985 Plym. 302,557— 3 
4—178,770 Dodge 90,139— 4 
5—149,375 Olds 71,676— 6 
6—140,122 Pont. 72,645— 5 
I— 87,635 Buick 63,067— 7 
8— 75,425 Hud.* 59,817— 8 
9— 40,536 Chrys. 28,052—10 
10— 39,573 Stude. 41,560— 9 
*Includes Terraplane. 
Total All Makes 
2,743,908 1,888,557 

Based on final complete 
new passenger car sales as 
reported today by R. L. 
Polk & Co. 








gerald of Michigan; C. E. Wilson, 
vice-president of General Motors, 
charged the caravan personnel 
with their responsibilities and 
Commander Herbert Schaeffer 
of the caravan responded in be- 


(Continued on Page 2, Col. 5) 


Hupp Proposes 
To Issue New 
Common Stock 


WASHINGTON.—A proposal by 
the Hupp Motor Car Corp. to 
issue 193,463 shares of common 
stock to obtain money for pro- 
duction requirements has been 
reported by the Securities and 
Exchange Commission. 

The company’s registration 
statement said the stock would 
be offered to company stockhold- 
ers at $3. Net proceeds were 
estimated at $567,556. 

The company did not go into 
detail as to the use of the new 
money, saying only it was “for 
the general purpose of produc- 
tion requirements.” 

The company stated it was con- 
sidering discontinuing operations 
at its Fostoria, O., plant, and the 
transfer of such operations to De- 
troit or other sources of supply. 
Efforts would be made, the com- 
pany said, to sell the vacated 
property. 

The registration statement was 
dated Jan. 29, and the company 
expects to offer the stock after 
the 20-day waiting period pro- 
vided for inspection of the pro- 
posal by the commission. 

The statement showed the cor- 
poration and its subsidiaries in 
the 10 months ended Oct. 31, 1935, 
had a net loss of $2,029,015. 


— 


Heavy Inventory 
Causes Concern; 


Service Holds Up 


Dealers Base Hopes on 
Prospect of Higher 
Volume in °36 


By BILL CALLAHAN 
Managing Editor ADN 


DETROIT.— T he contin- 
ued fairly brisk demand for 
new cars, although it has 
abated in some sections, plus 


a slowly pyramiding used 
car stock are factors which are 
causing dealers considerable con- 
cern throughout the country. In 
many centers it is felt that the 
used car stocks now on hand, 
which were taken in at prices 
that were too high, will have to 
be carried into February and 
March with a resultant loss for 
storage and depreciation. Many 
dealers feel that their only out 
is to grin and bear it and hope 
that by spring they will have the 
grin left at least. 

Lower financing rates for new 
cars have aggravated the situa- 
tion, it is claimed, by making it 
still easier to buy a new car than 
a used car. But strangely enough 
others feel that this factor of 
making the new car easier to 
buy may solve the used car prob- 
lem by diminishing in importance 
the old question of “How much 
for my old car?” Whether this 
will prove true still remains to 
be seen. 

There is a general complaint 
about crowding too many dealers 

(Continued on Page 2, Col. 1) 


New Deal Fiscal 
Policy Expected 
In Two Weeks 


WASHINGTON.—A real show- 
down on fiscal policy, possibly 
within the next two weeks, was 
indicated by developments here 
Thursday. 


While the nation made merry 
during the day and last night to 
celebrate the President’s birth- 
day, the chief executive himself, 
with his close fiscal advisers, 
buckled down to a task his elec- 
tion-wary congress is hesitant to 
assume. As a result, a new tax 
program, to finance not merely 
the heavy cost of the administra- 
tion’s new farm program, but to 
defray at least part of the bonus 
drain, appeared definitely in the 
making. 

High officials were summoned 
to the White House in significant 
coincidence with senate receipt 
of a report from its agriculture 
committee. The report indorsed 
broad new discretionary powers 
for the Secretary of Agriculture 
asked by the administration, but 
urged inflationary raising of 
prices by methods frowned on by 

(Continued on Page 3, Col. 1) 
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to Used Car Problem | 


Dealers Seek Solution 


o—- -— > 





Trade-in Stocks Pyramid 
In Many Sections of U. S. 


(Continued from Page 1) 
into a territory without due con- ago, due to the early announce- 


sideration of sales potential of 
the market. Then, too, there is 
the complaint that factories are 
too complacent about selecting 
dealers they appoint. ” 

From the brighter side of the 
picture is the fact that this sur- 
vey by ADN, which it is hoped 
will become a weekly feature, 
. finds the majority of dealers op- 
timistic over the future, with the 
provisio that some steps be taken 
to remedy present bad conditions. 
Volume this year is generally re- 
ported running ahead of 1935 and 
the signs apparently point to even 
better days to come. Dealers are 
still paying too much for used 
cars in relation to the market 
value. 

Our informant in the New York 
City area tells us that new car 
stocks are climbing upward but 
that he anticipates a shortage by 
sprimg. Used car stocks are 
lower in relation to new car sales 
but prices and allowances are out 
of line. Service work is confined 
to smaller unit sales without the 
compensating increase in volume. 
Accessory sales are better. Gen- 
erally, the outlook for all depart- 
ments is more favorable solely 
because of the prospective in- 
creased volume. 

Prospects Not Bright 

Digging more deeply into con- 
ditions, he says the prospects of 
better profits are not bright be- 
cause of multiple dealefShips and 
replacement of dealers with low 
grade and unbusinesslike men 
who destroy the confidence of 
good dealers and demoralize the 
market. He urges that factories 
exercise greater care in the selec- 
tion of future outlets. 

Going up into New England 
we find that the sales pace has 
slowed although new car sales are 
running ahead of 1935 with ample 
stock on hand. Used car sales 
are also topping last year, but 
the echo of lack of balance be- 
tween prices and _ allowances 
booms through the snow capped 
hills. Service and accessory sales 
are better. And the profits out- 
look from all departments is im- 
proving. Speaking of used cars 
this informant says, “I am con- 
fident that the used car situation 
is in suspense pending favorable 
weather conditions. If this sur- 
mise is incorrect the situation is 
dangerous.” 

Great Lake Region 

From the Great Lakes region, 
namely Wisconsin, our informa- 
tion is that new car sales are 
generally slow, but used car sales 
are moving quite well. Some 
smaller dealers are _ reported 
heavily stocked, while the larger 
dealers, in most cases, are in good 
condition. Asking prices, says 
this reporter, are generally too 
high and allowances also have 
been and are too high. Service 
and accessory sales have been 
helped by the recent cold weather. 
The future outlook for profits 
from all departments is very 
good. 

Out on the coast, in the Califor- 
nia area, we are told there has 
been a pick-up in new car sales 
during the past ten days, while 
the demand for used cars has 
diminished. Our informant there 
is led to forecast losses of as 
much as 50 per cent on the used 
cars now in stock. He attributes 
the decline in used car demand to 
the more favorable terms offered 
for new cars. With the exception 
of the used car department he 
feels that the profit possibilities 
of the dealer are very good. 

If we scurry back east to 
northern Pennsylvania, we will 
find the impressions in that sec- 
tion is that new car sales during 
January and February will fall 
below the same months a year 





ments. It is felt that taking early 
announcements into 
tion, the sales situation is satis- 
factory. Bad weather has brought 
used car demand to a low ebb, 
with allowances for used cars 
exchanged for other used cars 
clear out of reason. An effort to 
reduce inventory and get some 
money is credited with this de- 
velopment. New car stocks are 
higher than last year and used 
car stocks are generally heavier. 
Competitive bidding for trade-ins 
on new cars has driven allow- 
ances too high. Service and ac- 
cessory sales are 15 per cent 
above last year. While the pic- 
ture is admittedly sombre, if not 
dark, our informant says: “When 
the market opens we will have a 
nice increase over 1935. Some 
used car control should be in- 
stalled or the year’s profits won’t 
show and increase in proportion 
with the increased sales.” 


South Complains 


If we flit down along the At- 
lantic Seaboard to the sovereign 
state of Georgia, we find the 
new car sales are good and 
“would be better if it were not 
for the used cars.” New car 
stocks are high and used car 
sales below last year. Used car 
stocks are up about 60 per cent 
and allowances must come down. 
Our commentator from this sec- 
tion says that the low time pay- 
ments on new cars will revolu- 
tionize the automobile business. 
It means, he opines, that used 
cars must be sold on lower in- 
stallments and this is practically 
impossible. Perhaps, he ponders, 
we are reaching a time when the 
used car problem will be prac- 
tically eliminated on account of 
the ease with which a new car 
may be purchased. The dealer’s 
service and accessory outlook, he 
says, is good. 


Colorado Improved 


Out on the high ground of 
Colorado we are told January 
new car sales are 15 per cent 
better than last year, but used 
car stocks are 75 per cent higher 
in dollars and cents value. De- 
cember used car sales were up 
53 per cent from a year ago but 
the stocks have been exceeded 
only in 1929. The pressure of 
heavy stocks is shutting down on 
allowances and dealers are look- 
ing ’em over more carefully. This 
trend is making dealers more op- 
timistic, coupled with an antici- 
pated increase in volume in all 
departments. Net profit, how- 
ever, is considered uncertain due 
to the absence of a gross profit 
margin on used cars to absorb the 
higher selling expense. 

Bad weather has given the 
West Virginia dealers a further 


PARADE OF PROGRESS halts for exhibit. 


considera- | 





GENERAL MOTORS OFFICIALS inspect “Parade of Progress.” 
Left to right: E. F. Fisher, general manager, Fisher Body division; 
M. E. Coyle, general manager, Chevrolet division; Charles F. Ketter- 
ing, vice-president of GM in charge of research, and Harley Earle, 
director of the art and color section of GM, look over the new caravan 
before it leaves Detroit for a 20,000 mile tour of the United States. 


kick in the slats by adding to 
an already heavy accumulation 
of used car stocks. It is felt now 
that many of November-Decem- 
ber trade-ins will be carried over 
into February and March, bring- 
ing heavy losses from deprecia- 
tion and storage expense, which 
will wipe out first quarter profits. 
The cold weather, however, has 
brought an increase in service 
and accessory sales. Only a re- 
duction in used car losses can 
brighten the profit opportunities, 
our informant there holds. He 
favors the NADA program, but 
feels that this move must come 
from the factories. Bonuses, he 
believes, would be temporary 
stimulants, Extending and re- 
ducing customer’s monthly pay- 
ments, he says, is helping pres- 
ent business but may result in 
future repossession losses. 


Car buyers seem to be getting 
the breaks, as usual, in the Lone 
Star state of Texas. New car 
sales are reported heavier in the 
larger towns than last year, but 
lower in the smaller towns. Prac- 
tically every new car sales, says 
our reporter, involves either a 
discount or a heavy allowance of 
the used car. Resident salesmen 
with dealer franchises, operating 
with finance company’s capital, 
together with multiple dealers, 
constitute a competitive situation 
at retail largely responsible for 
most of the existing abuses. New 
ear stocks are building up and 
new car sales are uncertain, due 
to the heavy used car stocks 
taken in at high prices. Used 
car sales are slow with the better 
terms for new cars retarding the 
sale of better used cars and lack 
of buying power retarding the 
sales of medium grade used cars. 





Service and accessory sales are 
fair. 

Summing up the situation, our 
Texas reporter charges that plac- 
ing of dealers in territories with- 
out regard to market potentials, 
establishing of multiple dealer- 
ships and finance companies furn- 
ishing too great a ratio of capital 
to dealer and lower finance rates 
on new cars are factors which 
need remedial action. 


Manufacturers 
Enjoin Labor 
Board Activity 


DETROIT.—Federal Judge Ed- 
ward J. Moinet has issued a re- 
straining order on petition of 
Chrysler Corp. against Frank H. 
Bowen, regional director of the 
National Labor Relations Board, 
and against the board which pro- 
hibits holding of an_ election 
among designing engineers em- 
ployed at Chrysler plants. 

Judge Moinet issued two more 
restraining orders against the 
NLRB on petition of General Mo- 
tors Truck Corp. The restrain- 
ing orders block hearings sched- 
uled by the board for Feb. 4, on 
a complaint of the Associated 
Automobile Workers of America 
charging the company with dis- 
crimination in the discharge of 
three employes and the holding 
of a hearing on a petition for an 
election at the company’s Pontiac 
plant filed by the union. Judge 
Moinet set Feb. 8 as date for 
hearing on a motion to show 
cause why permanent injunctions 
should not be issued against the 
board. 


On location, the General Motors caravan presents a 


horseshoe shaped court, flanked by a tent theater and the streamlined trucks, opening into exhibition 
rooms, Automobiles of the caravan are parked within the court. The tent theater seats 500 people. Ex- 
hibits are arranged so that hundreds of visitors can pass through continuously without confusion of 


crowding. 











Hudson Sales 
Up 46 Per Cent 
Over Last Year 


DETROIT.—Sales of Hudsons 
and Terraplanes are 46 per cent 
ahead of this same time a year 
ago. The figures which have just 
been released by William R. 
Tracy, vice-president in charge 
of sales, show that over six thou- 
sand of the new models will have 
been sold by the end of January, 
a figure which has not been ex- 
ceeded since 1930. “Our sales are 
again trending upward,” states 
Tracy, “the figures for the second 
half of January will be well over 
those for the first half when the 
final returns are in. With in- 
complete returns we have already 
surpassed in United States retail 
sales, every January since 1930 
and we are pressing the figures 
for that year very closely. Dealers 
from all over the country are re- 
porting a_ greatly accelerated 
movement of used cars due to our 
new long Hudson C. I. T. finance 
plan with the result that the 
decks are being cleared for the 
spring selling season which we 
anticipate will begin much earlier 
than usual, this year.” 


Graham Sales 
Reflect Bonus 
Stimulation 


DETROIT. — Retail sales of 
Graham cars for the second 10 
day period in January exceed the 
first 10 days by 52 per cent and 
the same period last year by 131 
per cent according to Robert C. 
Graham, executive vice-president. 


Citing the impetus given new 
car sales by the passage of the 
veterans bonus bill as responsible 
for the unusual mid-winter sales 
spurt, Graham predicted that 
further sales advance would in- 
evitably follow throughout the 
late winter months. 

“Orders on hand for the new 
Graham Superchargers now rep- 
resent nearly 40 per cent of our 
total business and exceeds the 
total output of this model in 
1935,” Graham added. 


Big GM-Progress 
Parade Starts 
20,000 Mile Tour 


(Continued from Page 1) 


half of the men selected for the 
trip throughout the country. 
After leaving Detroit, the cara- 
van goes directly to Florida. 
Brief stops will be made in To- 
ledo, Dayton and Norwood, O., 
cities having General Motors 
plants, so employes can inspect 
the caravan vehicles. From Cin- 
cinnati, the caravan will proceed 
to Louisville, then through Ten- 
nessee, Alabama and into Florida, 
where Governor Sholtz has al- 
ready extended an invitation to 
Alfred P. Sloan jr., president of 
General Motors, to route the 
caravan through all key centers. 
Ten exhibition dates have been 
announced in Florida, and more 
will be selected as schedules are 
arranged in detail. Tentative 
dates and cities follow: 
Miami—Feb, 17-20. 
West Palm Beach—Feb. 25-27. 
Fort Myers, Mar. 3-4. 
Sarasota—Mar. 9-10. 
Tampa—Mar. 13-14. 
St. Petersburg—Mar. 18-20. 
Orlando—Mar. 25-26. 
Daytona Beach—Mar. 
Ocala—Apr. 3-4. 
Gainesville—Apr. 8-9. 
The 28 vehicles in the caravan 
include eight large streamlined 
vans, 10 motor cars representing 
latest models in the General Mo- 
tors line; official cars, power 
truck, locker truck and other mis- 
cellaneous units. 


30-31. 
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1935 Sales Fourth Best in Industry’s History 


Retail Dollar Volume 
Gains 49% Over 1934 


(Continued from Page 1) 
for any December in the history 
of the industry. It showed an 
increase of 7.69 per cent over the 
record November total of 220,262 
new passenger cars, and an in- 
crease of 214.11 per cent over 
December, 1934, when the figure 
was 75,514 units. 

Truck and commercial car 
registrations for the month and 
year were not yet complete. 


WASHINGTON.—A 45 per cent 
gain in 1935 over 1934 in the dol- 
lar value of retail passenger auto- 
mobile sales has been reported 
by the Commerce Department. 

Compared with 1933, the de- 
partment said, the increase was 
94 per cent. Index figures for 
December, 1935, showed sales 
above the average for that month 
in the base period 1929-3. 

Taking 1929-31 as 100, the De- 
cember sales index was 106.5, 
against 115.5 in November and 82 
in October. For all of 1935, the 
index was 83, against 57.6 in 1934 
and 43.3 in 1933. 


New Deal Fiscal 
Policy Expected 
In Two Weeks 


(Continued frou Page 1) 
the President. No taxes were 
asked in the report. 

It was learned that the treas- 
ury has made groundwork studies 
covering four sources of possible 
new revenue, but what use might 
be made of all or any of these 
could not be ascertained. They 
cover process taxes, somewhat 
like the old AAA variety recent- 
ly invalidated by the supreme 
court; an increase in normal in- 
come tax rates; higher taxes on 
income from $10,000 to $100,000 
a@ year, and a general manufac- 
turers’ excise tax. 

It was said to be likely that the 
President’s message, if a new tax 
program is decided on, may out- 
line a number of tax alternatives 
and suggest Congress choose be- 
tween them. 

In addition to the $440,000,000 to 
be asked for the first year’s ope- 
ration of the farm program, the 
President and his advisors con- 
sidered ways of meeting the esti- 
mated $296,000,000 in back pay- 
ments to farmers who had par- 
tially complied with 1935 farm 
contracts, and recouping $180,- 
000,000 in revenues lost when the 





supreme court ordered that 
amount of impounded processing 
taxes returned to millers. 

Whether the cost of the bonus 
also will be incorporated in the 
new revenue plan was a matter 
of speculation, as was the sug- 
gestion that the administration 
resort to excess profits taxes to 
get back the $180,000,000 they lost 
by the high court ruling. 

A move by the senate to attach 
the new bonus estimates to either 
the indepedent offices or the de- 
ficiency appropriation bills was 
predicted last night by Senator 
Carter Glass, of Virginia, chair- 
man of the senate appropriations 
committee. Both appropriation 
measures are now before his com- 
mittee, the Virginian pointed out, 
and both already have _ been 
passed by the house. The effect 
of such action virtually would be 
to block action by house infla- 
tionists seeking to make _ the 
bonus appropriation a means of 
placing new currency in circula- 
tion, but Glass declined to com- 
ment on that likelihood. 


Canada Output 
For °35 Totals 
172,934 Units 


(Continued from Page 1) 
units were made for sale in 
Canada and 7,220 for export, the 
corresponding figures for Novem- 
ber being 6,676 for the Canadian 
market and 6,820 for export. 

In December a year ago only 
2,694 cars were manufactured, 
the increase this year being due 
chiefly to the earlier introduction 
of new models. 

For the calendar year 1935 a 
total of 172,934 motor cars were 
produced in Canada compared 
with 116,852 in 1934 and 65,852 in 
1933. 

Of this year’s total 69,501 units 
were made for export and 103,433 
units for sale in Canada; the num- 
ber made for export was 56 per 
cent above the 1934 total and the 
number made for the domestic 
market was 43 per cent higher. 
In 1935 production amounted to 
172,934 and imports to 4,110, mak- 
ing an available supply of 177,044 
units, but exports totalled 64,556 
leaving 112,488 cars as the ap- 
parent consumption. 

Corresponding consumption fig- 
ures for other years were: 75,990 
in 1934; 46,733 in 1933 and 49,216 
000,000 in revenues lost when the in 19320000 1932. 


KAYE GETS IT—H. J. Klingler, Pontiac president, is telling Kaye 
Don, British speed king, a new gag. And Kaye apparently gets the 


point without delay. 


The famous driver is Pontiac distributor in 


Great Britain and business, he says, is perfectly ripping, y’ know. 


DETROIT.—The 11 star retail 
salesmen from 11 General Motors 
overseas sales organizations who 
have been visiting the GM plants 
and doing other sight-seeing in 
and around Detroit for the past 
week, predict that 1936 will be the 
largest year for motor car and 
truck export. 

The visitors are all retail men 
and won the award of a visit to 
Detroit for outstanding sales dur- 
ing the past year. 

They arrived in Detroit a week 
ago, having spent a few days 
previously in the offices of the 
export division of the corpora- 
tion studying the routing of or- 
ders, shipments and business de- 
tails. During the past few days 
they have been shown through 
the plants of the various car 
units and spent Wednesday in 
the research laboratories getting 
a glimpse here and there as to 
how experiments and tests are 
made of new materials and 
gadgets which may find their way 
as new equipment on the cars of 
the future. 

They also got a glimpse of new 
phases of metallurgy, engine de- 
sign, and were addressed by the 
heads of various departments at 
the laboratory. They were guests 
of Kenneth A. Meade of the lab- 
oratory. In commenting on sales 
and service conditions in vari- 
ous countries, the men all agreed 
that used cars are no problem 
and have never been considered 
anything more than the dealer’s 
opportunity to create more new 
car business. Used cars are thor- 
oughly reconditioned and com- 
mand good prices. Service work 
on automobiles is handled gener- 
ally by the dealer selling the car. 
Used car lots in the United States 
are unknown abroad. Dealers 
sell gasoline, oil, tires and all the 
other items needed by motorists. 
Finance deals are handled by the 
dealers themselves as a rule, al- 
though the United States plan of 
finance concerns appears to be 
creeping into the picture. 

The salesmen’s tour was han- 
dled by A. J. Wieland, vice-presi- 
dent, General Motors Export Co., 
New York, with C. R. Evans, 
sales manager, and R. F. Mer- 
rick, sales promotion manager. 
The prize winners from overseas 
points were: 

L. L’Allemand, GM Continental, 
Antwerp, Belgium; Paul Holum, 
GM_ International, Copenhagen, 
Denmark; Maurice Villemin, GM 
Near East, Alexandria, Egypt; 
Thorsten Wilson, GM Nordiska, 
Stockholm, Sweden; W. D. Rob- 
erts, GM Peninsular, Barcelona, 
Spain; Luis Lutteral, GM Argen- 
tina, Buenos Aires, Argentina; 
Mentor Muniz, GM do Brazil, Sao 
Paulo, Brazil; Harold R. Ralph, 











VOICE OF EXPERIENCE—Robert C. Graham, executive vice- 
president, recently addressed Graham overseas distributors gathered 
in session in The Hague, Holland. Standing (left to right) are: 
Lansing W. Thoms, director of districts; 
manager, and “Chet” Stempson of the export department. 


GM Star Overseas Salesmen 
Predict Banner. Year in ’36 


F. R. Valpey, general sales 


GM South African, Pt. Elizabeth, 
South Africa; W. G. Durham, GM 
Holden’s, Melbourne, Australia; 
G. R. Baillie. GM New Zealand, 
Wellington, New Zealand; L. E. 
Amor, GM India, Bombay, India. 





Graham Greets 
Foreign Dealers 


By Long Distance 


DETROIT. - . Linking Graham 
distributors all over the world in 
a round robin greeting to Gra- 
ham European distributors now 
in meeting at The Hague in Hol- 
land, Robert C. Graham, executive 
vice-president of the Graham- 
Paige Motors Corp. today deliv- 
ered an address which traveled 
over 4,200 miles of telephone cable 
connecting Detroit with the 
World Peace capital. 

Through arrangements with the 
Michigan Bell telephone system 
and the American Telephone and 
Telegraph Co., a special transmit- 
ter was installed in Graham’s of- 
fice at the Detroit Warren Ave- 
nue plant for the transatlantic 
address. After reading congratu- 
latory greetings from Sydney, 
Australia, Capetown, South 
Africa; Rio De Janeiro, Brazil; 
Wellington, New Zealand, and 
Tokio, Japan, Graham told the 
European distributors in part: 


“Shipments of new Graham cars 
during December reached the 
highest total ever recorded in a 
similar period during the corpora- 
tion’s history—re-emphasized by 
the fact that export orders on the 
1936 models already exceed 40 
per cent of last year’s shipments 
abroad, and exceed the entire ex- 





port shipents for 1932.” 





Veteran Nash Golfs 
On 72nd Birthday 





DEL MONTE, Calif.—Charles 
W. Nash, chairman of the board 
of the Nash Motors Co., observed 
his 72 birthday Jan. 28 with a 
round of golf over the famous 
Pebble Beach course, and a fam- 
ily dinner at the Del Monte hotel. 

Asking for his success formula, 
the motor magnate grinned, “My 
formula for success is different 
from most of them,” he said. “I 
advise buying sheep. Then make 
a deal with some farmer to keep 
the sheep for three years, taking 
the wool crop as payment for his 
trouble. At the end of three 
years you get back your sheep, 
plus the lambs which have been 
born in the meantime,” 

That, briefly, was Nash’s first 
business deal at the age of 14. 

Farm life did not appeal to 
him, Nash said, and he next 
landed a job in a grocery store. 
One of the store’s customers was 
a carriage manufacturer named 
Dort, and it wasn’t long before 
the grocery clerk had screwed 
up enough courage to ask for a 
job in the carriage factory. Young 
Nash proved such a good worker, 
such an able handler of men, and 
such a friend for efficiency, that 
he was managing the carriage 
factory within a few years. 

During a business trip to New 
York, in company with his young 
wife, Nash saw his first car and 
he was one of the few who didn’t 
yell, “get a horse.” He became 
so excited that he left Mrs. Nash 
at the curb while he dashed across 
the street to get a closer look. 
From that moment he was a 
rabid automobile fan. 

Because he had demonstrated 
his talent for organization and 
efficiency in the carriage factory, 
he attracted the attention of a 
group of men who wanted those 
qualifications in a manager for 
an automobile factory. Nash was 
offered the job at the Buick 
factory. 

Within two years Nash was 
given the job of factory mana- 
ger for Buick, he was president 
of General Motors and the var- 
ious companies under his manage- 
ment were enjoying unprece- 
dented prosperity. 

Then Nash did something which 
everyone told him was foolish. 





He resigned to go into business 
for himself. That was in 1916, 
and he was 52 years old. Before 
the following year was ended 
he had found a factory at Ken- 


CHARLES W. NASH, veteran 
automobile manufacturer of Ken- 
osha, achieved his 72nd birthday 
Jan. 28, marking the occasion with 
18 holes of golf at Del Monte, Cal. 


osha, purchased it and the first 
Nash car had rolled off its as- 
sembly line. 

At his 72nd milestone Nash is 
still looking forward, planning a 
bigger sales year for 1936, keep- 
ing in touch with his factories 
by phone, continuing his life- 
long habit of arising early and 
starting the day’s appointments 
at 8:30 a.m. 
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is Buyers Expected to Boost Spring Sales 


Veterans Already Shopping, 
Inquiring Reporter Finds 


B 


ONUS payments to ex-soldiers, as we have come to 
erroneously call the payment of Adjusted Compensa- 


tion certificates, will have a stimulating effect on new and 
used car sales in the late spring and summer, according to 
opinions dealers have whispered into the copious ears of 


ADN’s Inquiring Reporter. 


Already, according to many 


dealers, the boys who fought for democracy and got pro- 


hibition, are making inquiries regarding the merits of the 
Pr Ceo. OC In0lOr Venice 2 


At the present time it appears 

that bonus bonds may not be 

available as of 

June 15, and 

in the mean- 

time so far as 

spending is 

concerned the 

bonds are 

about as good 

to the vet as 

whiskers on 

his front gate 

post. Never- 

theless, the In- 

quiring Re- 

porter finds a 

most com- 

mendable atti- 

tude on the 

part of dealers in that while they 

are cultivating the veteran 

market, they are not attempting 

to crowd and push vets into buy- 
ing cars. 

There is little question that 
there will be plenty of hounds in 
full cry after the bonus dollar, 
but the attitude of most dealers 
seem to indicate that they will 
not be among the shysters. This 
is good sound policy because cer- 
tainly no dealer wants to sell a 
veteran a car if the sale will 
merely result in relieving the vet 
of his bonus cash and later cause 
him suffer the loss of his car 
through repossession. 

The following paragraphs tell 
what other dealers think and we 
believe their thinking is sound: 

W. M. Boomershine, president, 
Boomershine Motors, Pontiac, At- 
lanta: “Some inquiries being made 
by service men but nothing defi- 
nite as yet. Am hoping some way 
may be found for veterans to 
borrow on certificates which 
would enable dealers to do better 
business this spring.” 

- * * 

B. V. Stodghill, manager, John 
Smith Co., Chevrolet, Atlanta: “Do 
not expect influence of bonus to 
be felt in automobile business here 
before late summer as certificates 
cannot be converted into cash 
until June 15. About three and a 
half million dollars in bonus 
money will be distributed in Ful- 
ton County and a good portion of 
this ought to go into the purchase 
of new automobiles but, it is im- 


possible to tell how much at this | 
| who are to get their bonus in June 


early date. 


Some inquiries now 





being made by veterans but noth- 
ing definite has developed.” 


* * * 


J. Y. Anthony, president, An- 
thony-Buick, Buick, Atlanta: “I 
think that possibilties in selling 
veterans because of bonus has 
been over-rated by automobile 
dealers. There will, of course, be 
increased sales as a result of 
bonus payment and a large num- 
ber of ex-service men are already 
making inquiries but would warn 
dealers not to expect too much. 
Veterans may be antagonized by 
too intensive a drive for bonus 
dollars and, too, they have many 
other places where they are going 
to put their money. In payment 
of debts, homes and for other 
necessities. A few may even save 
it. It will be July or August before 
any increased sales can be attri- 
buted to bonus payments and that 
is too far ahead to make any 
predictions.” 

* « oe 


R. A. Campbell, sales manager, 
McCollister Chevrolet Co., Dallas: 
“Vets who are scheduled to re- 
ceive bonus money in June are 
already getting in the market for 
automobiles. As soon as it is 
definitely decided payment will be 
made on schedule for the actual 
buying will begin for dealers go- 
ing to sell them. There is no 
doubt that payment of the bonus 
will stimulate late spring buying 
of both new and used cars. A 
good many veterans are going to 
pay cash for autos. We are con- 
tacting ex-service men now with 
a view of selling them at a later 
date. A good many veterans have 
already approached us. Offering 
to make down payments now and 
begin paying installments or make 
full cash payments when bonus is 
paid.” 

- * + 

Jerry Frey, Frey Motor Co., 
Ford, Dallas: “The payment of 
the bonus to former service men 
will be a wonderful stimulant for 
late spring business and it will 
give this section the biggest sum- 
mer and fall business in years. 
The used car lots of Dallas and 
other Texas cities will be cleaned 
of good automobiles before the 
summer is over. Some of the vets 


JOSEPH P. LITTLE, vice-president of General Motors Truck, is 


shown at the right. He is telling some fleet owners the fine points | stimulus to buying since passage | tells his buddy, L. E. Amor, of Bombay. 
I believe many | General Motors Export tour for star retail salesmen in the overseas 


of the new GMC line recently given a pre-showing in the Stevens, at 


Chicago. 











POLITICAL SITUATIONS are not worrying Maurice Villimin 
(left), Alexandria, Egypt, nor Peter Holum, Copenhagen, Denmark 


(right). 


They are two of General Export’s star retail salesmen who 


have been visiting plants in the Detroit area. 


are already trying to purchase 
both new and used cars. Dealers 
probably would trade with many 
of these now if there was a cer- 
tainty the bonus would be paid on 
time. A great many ex-soldiers 
are going to pay cash for cars 
they have been without for years. 
We are preparing to contact 
former service men of the class 
which can and will pay with a 
view of selling them at the proper 
time.” 
Bo * * 

X. R. Gill, president, Dallas Au- 
tomobile dealers Assn., Stude- 
baker: “There is not a doubt that 
the payment of the bonus will 
make late spring business best in 
years and summer and fall sales 
even better. Many vets have been 
hesitating on purchasing cars be- 
cause of curtailed incomes. Now 
they know where they are going 
to get more money and they are 
going to buy. Already a number 
of them are in the market. Some 
are trying to buy now with good 
down payment and resume pay- 
ments in June. Others are look- 
ing over stocks with a view of 
paying cash later on. We, like 
other dealers, are studying the 
list of men who will be paid 
bonuses and preparing to sell 
them cars they want.” 

” ° * 

Frank White, manager, Wilson 
and White, Inc., Ford, Pittsburgh: 
“Feel confident that the soldier 
bonus money will sell cars as 
soon as the checks are passed out. 
I believe the used car market will 
be particularly attractive to a 
large group of veterans. It will 
prove more help in that depart- 
ment where we need it most than 
in new cars, I believe. We have 
had no concrete evidence as yet. 
Lists of persons to receive bonus 
are available and we may use it 
later. I think bonus will be of great 
| importance to spring buying.” 

- * + 
| ©&, 
St. Garage, Inc., Plymouth and 
Chrysler, Pittsburgh: 


| his order. This example leads me 
| will be stimulus to new car buy- 
|to high pressure veterans 


more for other things, however.” 
* *” x 

| . T. Hollingshead, Nash Sales, 

Ine., Nash -LaFayette, Chicago: 

|“Unless the human race is 





changed, the veterans will come | 
| into the market when they get | 


their bonus money. One of their 
first thoughts will be the pur- 
chase of a new or used car. If 
| people borrow to do that, they 
| certainly will do the same when 
| they have cash. I note a definite 


| of the bonus bill. 
| veterans will put down a deposit 








B. Goldacker, manager, 7th | 


‘*During. 
| Christmas holidays a man practic- | 
| ally ordered a new Airflow Chrys- | 
ler on strength of coming bonus. | 
| Yesterday he phoned to confirm | 


to believe that payment of bonus | 
|ing. I don’t think we should try | 


into | 
buying cars if they need money | 


on a car from now on into the 
spring, and then make their 
down payment or pay in full in 
the summer.” 

* * eo 


Ben T. Wright, Ben T. Wright, 
Inc., Ford, Chicago: “Despite our 
intermittent sub-zero waves in 
Chicago, I have experienced a 
little spurt in our business from 
the direction of the veterans. 
Several have come in and wanted 
to assign their right to the money 
as a credit on a car, but we’re not 
interested in that. I believe the 
effect of the bonus payment will 
be felt in the automobile industry 
in the summer to a far greater 
extent than in the spring.” 

of * a 


M. J. Lanahan, M. J. Lanahan, 
Inc., Dodge - Plymouth, Chicago: 
“We have noted a modest volume 
directly attributable to the im- 
pending payment of the bonus. 
Since the veterans can’t transfer 
their right to the money as down 
or full payments on motor car 
purchases, we must prepare for 
the flood of sales that will de- 
velop when the bonus money is 
actually paid. In other words, 


the men who were in the service | 


must have the actual money. We 
certainly expect to get our share 
of this volume of business, which 
I predict will be at its height in 
July. We plan to prepare ac- 
cordingly.” 
* cd 

L. L. Carson, manager, Ford 
Dealers’ Downtown Display, Pitts- 
burgh: “We had veterans in here 
six months ago pricing cars on 
strength of coming bonus possi- 
bilities. Although neither banks 
nor dealers will be able to loan 
money on future bonus payments. 
Veterans will find friends who will 
take their notes and enable them 
to buy before June. 15. Many Alle- 
gheny County dealers have men in 
their organizations who belong to 
veteran groups.’ 








Southern Sales 
Increasing Says 


Chrysler Chief 


DETROIT.—On his return from 
a trip through the south-eastern 
section of the ceuntry, Joseph W. 
Frazer, Chrysler vice - president, 
expressed himself as optimistic 
regarding the business outlook in 
that territory. 

“There is a marked demand for 
automobiles throughout the 
south,” said Frazer. “Dealers are 
optimistic and are tackling the 
selling job with energy. The rural 
sections of the south suffered 
somewhat by the Supreme Court’s 
decision on the AAA, as they had 
been getting a lot of money from 
that source. But even so, the 
south is in much better condition 
as regards the automobile busi- 
ness than it was at this time last 
year. ,The passing of the soldier 
bonus bill is sure to stimulate 
used car sales. Even though pay- 
ment of the bonus is deferred for 
some time, the men entitled to it 
will be able to raise money on 
their expectations and buy cars 
with it. 

“Although there are a large 
number of used cars in dealers’ 
hands in the south, the situation 
is better than it was last year. 
The cars are moving rapidly and 
there are not as many weeks’ sup- 
ply on hand as there were a year 
ago. This, after all, is the index 
of the used car situation, rather 
than the actual number on the 
lots at a given time. If a dealer 
has 100 used cars on hand and is 
moving 100 each month, he obvi- 
ously is better off than another 
who has only 25 used cars but 
whose normal rate of sale is only 
15. 

“Florida is enjoying one ot the 
biggest tourists seasons in history 
and when tourists are numerous, 
that means money is plentiful and 
being freely spent throughout the 
country.” 


Fall ans Dates 
Helps Export 


NEW YORK.—“The decision to 
hold the 1936 New York motor car 
show again in November is one 
of great importance to the over- 
seas motor car market,” says W. 


Ledyard Mitchell, vice-president 
of Chrysler Corp. in charge of in- 
ternational business. 

“The overseas shipments of 
Chrysler products for the first 
time in nine months in 1935 to- 
taled 53,000 units, or 116 per cent 
of the entire total for 1934. Chrys- 
ler overseas shipments in the 
fourth quarter represented the 
greatest overseas shipments ever 
made in the history of the cor- 
poration,” Mitchell said. 





IT WAS FUNNY, Thorston Wilson (left), Stockholm, Sweden, 


organizations, 


Both are members of the 





Term Program } Visionary 


and Declare It Won’t Work 


DETROIT.—A number of caustic 


comments on the proposed used 
car program of the National Au- 
tomobile Dealers Assn., were re- 
ceived too late for publication in 
last week’s Inquiring Reporter 
column. 


Dealers were asked: “Will deal- 
ers favor cancellation by factories 
for failure to show used car 
profits? Will dealers report used 
car transactions as set up in the 
program? Will factories cancel 
dealers for failing to show a 20 
per cent gross profit on their used 
cars?” 


Apparently some leading west 
coast dealers do not favor the 
plan for this is what they replied: 

George S. Daniels, vice - presi- 
dent, Daniels-Wells, Inc., Pontiac, 
Oakland, Calif.: 

“It won’t work. Regardless of 
the merits or demerits of the NA 
DA used car program, I don’t 
think it will work because the 
human element enters into it. It 
will go the way of all other used 
car plans inciuding the code. Be- 
sides, I don’t think it good busi- 
ness. While a dealer would be 
fussing around trying to make 
that 20 per cent profit on his used 
cars he would be overlooking the 
bigger profits to be made on the 
sale of new cars. It’s like a fish- 
erman trying to make a profit 
on the bait instead of on the fish. 
Too many dealers have the wrong 
conception of the motor car busi- 
ness. They don’t realize that 
fact that a franchise is not ex- 
clusively a new car franchise but 
a business franchise including 
sale of new cars, used cars, serv- 
ice and accessories. Instead of 
spending so much time and los- 
ing so much sleep worrying about 
the net profit of the used car 
department, they should look at 
the net of all departments as a 
group and see if it is possible to 
stay in business. But to return 
to the proposed NADA program 
as outlined, I don’t think it is 
practical. I don’t think it will 
work. And I wouldn’t want it if 
it would. I want to run my own 
business my own way.” 

* + * 


James G. Paps, general man- 
ager, Chester N. Weaver Co., Ford 
and Lincoln, Oakland, Calif.: 

“We have no used car problem 
and never have had one. There- 
fore we are not interested in any 
plan or program which proposes 
to solve a program that doesn’t 
exist. We buy and sell used cars 
on a profitable basis, just like any 
successful merchant buys and 
sells his merchandise if he is toé 
stay in business. If a lot of those 
dealers who are crying and moan- 
ing about the used car situation 
would forget golf and stay on the 
job and direct their businesses 
they wouldn’t have to worry about 
used cars. The used car depart- 
ment, like any other department 
of a business, should be run at a 
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Pacifie Coast Dealers Criticize NADA Plan 


profit; and it’s up to each indi- 
vidual dealer to handle his used 
car department. I think the plan 
for control of used cars as out- 
lined is a lot of hooey. The anly 
thing it will do will be to give 
jobs to a lot of fellows who 
couldn’t make a success of run- 
ning a business of their own so 
they are proposing to run ours. 
Not for me. We’ll never have a 
used car problem so long as we 
attend to business, if we ever do} 
have a used car problem it will | 
be because we have failed to do 
our job properly. And if that 
ever comes to pass, we will de- 
serve to lose out and it won’t be 
the fault of anyone else.” 
*” * oo 

Phil Davis, Chrysler, Plymouth, 
Oakland, Calif.: 

“IT am not for the plan. I am 





not for any plan which attempts 
to guarantee a profit to a dealer. 
How much money a man makes 
in any business should depend on 
how smart he is and how good a 
business man he is. If it ever 
comes to pass that the retail au- 
tomobile business can be put on 
a set profitable basis there will] 
be no place in that business for 
independent operators like myself, 
the banks will take it over. Take 
the hazard out of any business 
and put it on a guarantee profit 
basis and it will attract the 
banker because it will be safer 
than government bonds. It’s the 
hazard in this business that makes 
it possible for an aggressive mer- 
chant to engage in it profitably. 
Take away the hazard and you 
attract the bankers and where 
will I be then? I don’t know 
of any other business that guar- 
antees a profit to an operator 
and I don’t think the NADA can 
accomplish the impossible. The 
dealers who are crying for help 
on account of used cars are a 
lot of old futzers who are all 
through and they want to lean 
on the shoulders of us younger 
dealers. 

“I prefer to operate my own 
business in my own way and 
when I can’t make a profit I'll 
get out of Oakland. Regarding 
cancellation for failure to show 
a 20 per cent profit on used cars, 
I can hire some excellent 20 per 
cent bookkeepers. Past “finneg- 
gleing” under the code should be 
a great help to dealers in beating 
the rap. What’s to prevent me 
from going $50 over on a used 
car and charging it to advertis- 
ing, it’s a cinch no factory is 
going to cancel me out for doing 
some advertising on my own. 
Only a_ small percentage of 
dealers would report used car 
prices. They are overburdened 
now with reports and they will 
not welcome more detail which 
will entail increased clerical ex- 
pense. My suggestion is forget 
the conventions and the speeches 
and the plan and go to work. If 
we do that, used cars won’t bother 
us.” 








HUNDREDS SAW the complete new General Motors truck line 


at the recent Chicago pre-viewing. Left to right: 


A. R. Decker, 


chief motor inspector, Texas Co.; J. M. Sholl, regional service man- 
ager for GM Truck Co.; H. - Reckert, district manager, motor 
transport, Pure Oil Co., and Herbert Hinchell, fleet sales manager 


for General Motors Truck Co. 





EAST MEETS WEST—Felix Doran jr. (left), assistant Chevrolet 
general sales manager in charge of the western half of the U. S., 
talks to H. S. Ralph (right), GM representative from Port Elizabeth, 
South Africa, at a dinner in Detroit to honor export men from far 


corners of the globe. 





New Suspension Spring 


Of Rubber, Air Inflated 


AKRON.—A new principle "of | pre 
automobile suspension, providing 
for rubber springs inflated with 
air, has been introduced to mem- 
bers of the Society of Automotive 
Engineers by R. W. Brown, re- 
search engineer of the Firestone 
Tire & Rubber Co. 

The air spring consists of a 
rubberized fabric bellows inflated 
with air to carry any desired 
load. The bellows operate auto- 
matically in conjunction with an 
air reservoir by means of a pend- 
ulum shock absorption valve. The 
reservoir and bellows are con- 
nected by metal tubing. 


Among the features claimed for 
the suspension are the following: 
1 Easier riding, with less fa- 

tigue to passengers. 


Reduction of body roll when | 


rounding corners at high 
speed. 

Shock absorption control | 

which reduces the effect of | 
road irregularities. 

Facilities for controlling the | 


softness of riding quality. 


5 Quieter operation. 


In explaining the engineering 
principles of the new invention, 
Brown said that a pendulum- 


shock absorption valve swings 


outwardly when the car is round- | 
permitting a valve | 


ing a turn, 
disk to close the passage to the 
new air reservoir. This increases 
the pressure in the bellows as 
the additional load, caused by 
turning, is applied. This 


GMC Exhibits 
New Trucks at 
Chicago Hotel 





CHICAGO. — General Motors | 
| Truck Co. this week held a pre- 
| viewing of its new models, rang- 


ing from half-ton delivery units 
to 15-ton models, at the Stevens 
Hotel. The event wound up with 
a dinner to some 200 business 
men. Thursday and yesterday 
marked the shift in scene for the 
public showing to the GMC truck 
headquarters on Pershing Road. 


Heading the list of factory 
officials who came here for the 
presentation were Irving S. Bab- 
cock, president, and Joseph P. 
Little, vice-president in charge 
of sales, who acted as hosts for 
the Stevens Hotel show. 


also | 


prevents the car body from in- 
clining to the outside when driven 
on curves at high speeds. Simi- 
lar action § prevents “nosing 
down” when heavy brake appli- 
cations are made. 


“When the pendulum is verti- 
cal,” Brown said, “the passage 
of air from the bellows to the 
reservoir is unrestricted because 
the tip of the pendulum engages 
an extension on the valve disc, 
thus holding it open. After the 
wheels pass over a road obstruc- 
tion the bellows extend, reducing 
the pressure. The air flow from 
the reservoir to the bellows is 
restricted, thus providing de- 
sired shock absorption action.” 

The fact that the suspension 
unit is mounted more nearly at 
the level of the center of gravity 
reduces the tendency of the body 
to roll when rounding curves. 


adie las 


Increase 43% Over 1935 


| SOUTH BEND.—Paul G. Hoff- 
|}man, Studebaker president, re- 


| 


cars and trucks during the first 
20 days of 1936, compared with 
| the same period in 1935. The fig- 
ures are 1,650 units last year and 
2,353 units this year. 











ports an increase of 43 per cent | 
|in retail deliveries of Studebaker | 


Bahamas Cruise 
For Pierce-Arrow 
Contest Winners 


NEW YORK.—From 24 cities in 
as many sectors of the country, 
salesmen with the highest record 
of sales in the Pierce-Arrow Mo- 
tor Corp. will come to New York 
to embark on the Gdynia Amer- 
ica liner Pilsudski for her maiden 
cruise to the West Indies Feb. 5. 
The cruise and transportation to 
New York represents a reward 
to the company’s “master sales- 
men” for outstanding records 
during 1935. 

The sales representatives se- 
lected for the cruise awards are: 

Walter Chaplin, New York; R. 
M. Heberton, Philadelphia; A. E. 
Boosing, Beverly Hills; D. Morley, 
Boston; F. C. Wendell, Chicago; 
J. R. Stevens, Pittsburgh; J. O. 
Booker, Houston; F. C. French, 
Buffalo; E. H. Cashell, Rockville, 
Md.; C. A. Thornberg, Baltimore; 
H. O. Chapman, Milwaukee; A. 
Kumpf, Denver; T. D. Hickey, 
Washington, D. C.; A. W. Hauck, 
Seattle; W. Hancock, Baltimore; 
Jack Merritt, Dallas; N. J. Kertes, 
San Antonio; R. M. Cust, New 
Orieans; Harry Carr, Pasadena; 
Bert Smith, Oklahoma City; L. 
M. Wellford, Roanoke; Jerome 
Wolcott, Elmira, N. Y.; J. W. Mc- 
Neely, Hartford, Conn.; L. H. 
Clarke, Albany; H. Lee Hetler, 
Scranton, Pa. 

Accompanying the group as 
host will be T. J. O’Rourke, assist- 
ant to the president, and J. Ernest 
Allen, chairman of the executive 
committee of Pierce-Arrow. 

This will be the new Pilsudski’s 
first visit to the West Indies. A 
staff of entertainers, shore-trip 
guides and other cruise facilities 
will be provided. 


Whitchurch is Named 


To Pontiac Retail Post 
DETROIT. — Appointment of 
Frank E. Whitchurch as manager 
of the Detroit retail store of the 
2 Pontiac Motor 
Co. is announced 
by D. U. Bath- 
rick, assistant 
general sales 

manager. 
He succeeds F. 
H. Fenn, recently 
named head of 
the sales promo- 
tion department 
of the company, 
F. E. with headquart- 
Whitchurch ers in the cen- 

tral office at Pontiac. 

Whitchurch, a native Detroiter, 
joined the Pontiac organization 
on Nov. 16, 1934, as a district 
manager traveling out of the De- 


troit zone. 


FIRESTONE AIR SPRING, embodying a new principle of auto- 
mobile suspension. The air spring consists of an especially developed 


rubberized fabric bellows (1) which is inflated with air to carry the 
desired load. The bellows operate automatically in conjunction with 
an air reservoir (2) by means of a pendulum shock absorption valve 


(3). 


The bellows and reservoir are connected by a metal tubing (4). 
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One sacred pledge we make our friends here 


and now. 


This publication, God willing and so 
long as it is in our charge, will never champion 


the cause of any individual or any corporation 
which is not for the best interests of the automo- 


tive industry as a whole. 


Nor will its columns 


be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 


10 TH. YEAR 


the dissemination of NEWS which is timely, 


authentic and of value. 
SATURDAY, FEBRUARY 1, 1936 


Mirages and Myopics 
Oe dealers who read this accuse us of being fac- 
tory minded and factory men who read it accuse of 
trying to stir up dealers, let us confess that we have given 
thought to the possible complaints from each group. Time 
has come, as the famous Walrus once said, to talk of many 


things. 


We prefer to lead with our whiskers and already 


we feel the thump of many lefts, rights and upper cuts 


which we expect to receive. 


Of course, you’ve guessed it, 


we are going to speak of used cars and programs to con- 
trol the used car problem. We are sticking our chin way 
out and expect to have it knocked way back. 

Don’t think we are opposing the recent program sug- 
gested by NADA. We are for its principles and objectives 
—which are that dealers make profit in their used car 


departments. 


We would favor any program that could 


bring about that happy end. We do feel, however, that 
the program anticipates factory co-operation to an extent 
far in excess of what factories may feel able to give. This 
thought is not inspired by factories, it is purely what we 
think. And we do not feel that we would be playing fair 
in asking dealers to believe that factories will do some- 
thing if we ourselves do not believe they will. 


Perhaps, dealers won’t like this and factory men may 
not either, but we harbor no false hopes of direct factory 


aid in solving our used car troubles. 
Factories may be suffering from used car 


next step? 


What is the 


myopia, but dealers can at least clear away the mirages. 
If dealers discard the theory that some day factories will 
take over the used car problem and if they will really go to 
work on the problem as one of their own to which they 
must find a solution, don’t you think we will get farther? 
Dealers will tell us that factory policies over which the 
dealers have no control would prevent them from solving 


the used car problem among themselves. 


Wouldn't a 


united front among dealers temper these alleged bad poli- 
cies? We would venture to say that there is not a factory 
in the country which would oppose a sane co-operative 
effort on the part of all dealers to cut car losses. 

Used cars are not dross, they are valuable merchandise 
which if properly handled could add to the dealer’s net 
profit rather than to his net loss. We believe that if deal- 
ers throw out their hopes of factory intervention in used 
cars and go about finding some means of controlling the 
situation themselves, through their local associations and 
the NADA, results will come more quickly and our indus- 
try will be a much better place for all of us. 


Bonuses and Better Business 


JQ SPORTS to our Inquiring Reporter indicate that deal- 
ers anticipated a goodly share of the proceeds from 
the Soldiers’ Bonus will be spent for new and used cars. 


We hope this proves true and we believe it will. 


One 


thought, which may be taken or left, is that in addition 
to the bonus recipients who are in a position to buy a car 
there will be a number who are not so fortunate, but whose 
ambitions are just as great. We should urge dealers then 
to sell as many cars to ex-soldiers as possible but to ex- 


ercise caution in extending credit. 


The bonus may serve 


as a down-payment, but should an ex-soldier later find that 
he cannot maintain his payments and eventually lose his 
car, he will feel that he has been gypped and the dealer 
will gain little but ill feeling and a repossessed car. 


Chicago—i80 N. Michigan Ave. 


By the Publisher 


“Too To this column 
One-Sided?” comes the sad if 
pleasant duty of 

replying thus publicly to a letter 
of Jan. 25 from the Cash-Bryan 
Motor Co. of Chattanooga, Tenn.: 


Gentlemen: 

We have today’s issue, and we do not care 
to support further a publication that en- 
thrones an inferior quality to the ‘‘Graham 
line.”” Will appreciate it very much indeed if 
you will discontinue our subscription, and re- 
fund to us the pro-rata that may be due us 
upon a cancelled subscription. Your outfit is 
too one-sided to suit us. 


* * + 

Dear Cash-Bryan Motor Co., 
Inc.: It was nice of you to write 
us so frankly in regard to the 
supplement to our regular mid- 
week edition of Jan. 25 in which 
we attempted to commemorate an 
important milestone in the his- 
tory of one of our leading manu- 
facturers. We on the publishing 
and editing side of an industry 
are quite apt to become pompous 
and egotistical Our work is 
pretty much out-front and in the 
glare of the spotlight, so that 
when we get a generous shower 
of orchids for our efforts, we are 
prone to swell up like pouter 
pigeons, 


We are so sorry that you con- 
sidered the anniversary edition as 
“enthroning an inferiod line” to 
that which you are now handling. 
As a matter of fact, none of us 
who worked on the edition re- 
alized that it would be looked 
upon as sort of a coronation cele- 
bration. We just happened to find 
out that it was the 10th anniver- 
sary of a good friend and we in- 
vited in a lot of folks whom we 
knew felt just as we did about it, 
for a birthday party, at which 
the “cake” was the edition which 
we mailed our regular subscribers, 
like yourselves, with our compli- 
ments. We are sorry you didn’t 
like it Mr. Cash-Bryan and if we 
had been you, we would have put 
it right where we put Christmas 
ties or cigars which we don’t give 
a hang about! 


Now as to the next requests 
about “discontinuing your sub- 
scription” and “refunding you the 
pro-rata,” we hope after you read 
this you will reconsider these 
words (which you must have 
known would cut-us-right-to-the- 
quick) but if you don’t, well, we'll 
just have to inquire of the third 
assistant postmaster general and 
see if (under our second class 
entry) such procedure on the part 
of a publisher is permissible. 


But your closing remark, about 
being “too one-sided,” that dear 
Cash-Bryan was the unkindest 
cut of all. If you meant what we 
think you meant, that was what 
made us mad as hell! We get it 
all the time, but mostly from sly 
remarks passed by jealous solici- 
tors for $l-a-year papers. Half 
of them say we belong body-and- 
soul to the manufacturers and the 
other half say we are financed by 
the National Automobile Dealers 
Assn. And, none of them seem to 
know that we have to work hard 
and cut corners to make the serv- 
ice which we render the automo- 
tive industry so complete, accur- 
ate and IMPARTIAL that the 
dealers who sell probably 85 per 
cent of the automobiles and 
trucks pay $6 a year to receive it 
and every single manufacturer of 
passenger cars in America uses 
its advertising columns. If we 
can make that record and still be 
“one-sided,” Mr. Cash-Bryan, we 
deserve your congratulations. 
P.S.: If you still harbor the idea, 
C.-B., may we suggest that you 
ask either one of the worthy 
brothers whose splendid product 
you represent, their opinion of 
ADN.—G.M3S. 
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Maze Then HAL tHe STATES HAVE 
DEFERRED AUTOMOBILE REGISTIATION DATES, 
So THAT OWNERS WONT HANE TO Pry LICENSE 
FEES OW ‘TOP OF XMAS AND NEW YEAR'S 


BILLS 4 


GASOLINE TAXES WOULD 
BUY ENOUGH FUEL TO FILL THE “TANK 
OF EVERY U.S. AUTOMOBILE 37% 


As the API Sees It 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Protest 

We wish to register a _ protest 
against the avalanche of misleading 
articles appearing in most of the 
Automobile sections of the various 
Sunday papers in connection with 
the so-called Junker Plans. 

The public is given to under- 
stand that the dealer is to receive 
$20.00 toward each car junked, the 
inference to be drawn, according 
to the wording of the various arti- 
cles, is that there is no limitation 
with regard to the number of cars 
junked. The truth of the matter 
is, in most cases, the dealer is given 
certain allowances according to the 
number of new cars he purchases 
from the factory in certain months, 
and is in addition so bound up with 
“if’s,” etc. as to practically eliminate 
the possibility of the dealer ever 
getting the much “advertised” 
allowance, and even though he does 
get any of this money, it is cer- 
tainly not going to be anywhere 
near enough to make up for what 
“John Public,” due to the publicity 
given this stuff, is already demand- 
ing. 

We also wish to protest against 
such articles as the one in Auto- 
motive Daily News, Jan. 25 the De- 
Roy Used Car Plan. 

This is one of the most vicious 
things that has ever been  pub- 
lished. Why not just go out and 
advertise a big reduction from fac- 
tory list prices? In the final anal- 
ysis, it is the same thing. Are 
these plans “Inspired” by the fac- 
tories? Are they published in the 
hope that other dealers, who may 
be trying to make a fair return 
on their investment, to which they 
are certainly entitled, will do the 
same? 

Automotive Daily News has a 
wonderful opportunity to help the 
dealers this year. If someone does- 
n’t help them this year, thousands 
of them will be beyond help by 1937. 
In that event Automotive Daily 
News, the factories, and their em- 
ployes all will suffer. 

It has been our observation in 
the past year, that it is rapidly 
becoming harder for the dealer to 
do business at a profit. 

Another near-sighted plan just ap- 
pearing amongst us, is the $25.00 
a month plan. There is no doubt 
that it will increase sales, but at 
whose expense? The dealers of 
course. We who have been in this 


game since it’s infancy, have seen 
many plans come and go, but the 
sooner this one goes, the better 
for the dealers. We would ven- 
ture the opinion that not more than 
one time sale deal in a dozen on 
this plan will work out without dis- 
astrous results for the dealer. 

It would pay the factories to 
cross a few bridges before they come 
to them, or in other words, to look 
farther ahead than the additional 


(Continued on Page 16, Col. 1) 


Coming Events 


JANUARY 
31-Feb. 9—Amsterdam, Holland. 


FEBRUARY 
12-14—Atiantic City. Assn. Highway Officials 
of North Atlantic States Meeting. 
15-Mar,. |—Berlin, Germany. Auto Show. 
25-Mar. i—Helsingfors, Finland. Auto Show. 
MARCH 
4—Pittsburgh. American Society for Test- 
ing Materials Regional Meeting. 
2-6—Pittsburgh, Pa. American Society for 
Testing Materials meeting. 
8-15—Vienna, Austria. Auto Show. 
10-19—Utrecht, Holland. Auto Show. 
Mar.-Apr.—Budapest, Hungary. Auto Show. 
20-29—-Geneva, Switzerland. Auto Show. 
APRIL 
4-18—Chicago, Illinois Automotive Parts Assn. 
Maintenance Show. Navy Pier. 
16—Lisbon, Portugal. Auto Show. 
15-16—Milwaukee. SAK Tractor and Industrial 
Power Meeting. 
21-24—Detroit. SAE Production Meeting. 
26-May 3—Poznan, Poland. Auto Show. 
27-30—Washington. U. S. Chamber of Com- 
merce Annual Meeting. 


MAY 
May —Paris, France. Foire de Paris. 
May —Oslo, Norway. Auto Show. 
2-1i—Zagreb, Yugoslavia. Auto Show. 
10-20—Madrid, Spain. Auto Show. 
13-15—Tulsa, Okla. American Petroleum Insti- 
tute Mid-Year Meeting. 
30-June 14—Katowicz, Poland. Auto Show. 
31-June 6—White Sulphur Springs, W. Va. 
SAE Summer Meeting. 


JUNE 
29-July 3—Atiantic City. American Society for 
Testing Materials annual meeting. 
29-July 3—Atiantic City. American Society 
for Testing Materials Annual Meeting. 
SEPTEMBER 
5-16—Lwow, Poland. Foire Orientale. 
6-2i1—Bari, Italy. Foire du Levant. 
Sept.—Salonica, Greece. Auto Show. 
Oct.-Nov.—Milan, italy, Auto Show. 
NOVEMBER 
i1-18—New York. National Auto Show. 
28-Dee. 9—Brussels, Belgium. Auto Show. 


Auto Show. 





70th STREET east of PARK AVE. 
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Fifth Avenue is New York City’s 
wealthiest district—with an annual 
median family expenditure of $10,511. 
The district is tops as a luxury market, 
and about one family in ten bought a 
new car in 1935. 

New car sales totalled 1,873— in- 
cluded 150 Packards, 86 Cadillacs, 
38 LaSalles, 32 Lincolns, 8 Pierce 
Arrows—and also 583 Fords, 265 
Buicks, 160 Chevrolets, 132 Plym- 
ouths, 106 Oldsmobiles, 93 Dodges, 
65 Chryslers, 61 Pontiacs. The district 
is easily first in per capita sales of high 
priced cars. 

Curiously enough, these good car 
buyers are good News buyers, too. The 
News now reaches daily 11,787 of the 
district’s 17,934 families—a family 
coverage of 65.7%. The next paper 
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en 


FIFTH AVENUE from 78th STREET 


On Fifth Avenue 


reaches only 9,763 families. News 
growth in this district since 1925 


amounts to 103%. 


In nine years, in the nine 
richest districts in New York 
City, News circulation increased 
120%... gained in every district. 


Because it reaches a majority of 


buyers and prospects in every income 
range including the top, The News is 
easily the best car medium in the New 
York market—for price class as well as 
volume sales. If The News isn’t carry- 
ing the load on your New Yorkschedule, 
your advertising isn’t delivering to 
your best prospects! Increase your 
News expenditure and watch your New 


York sales increase! 


NEW YORK'S 


Tribune Tower, Chicago + Kohl Bldg., San Francisco + 220 E. 42nd ST., NEW YORK 
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Specifications for Servicing 1936 Oldsmobiles 


Adjustments Explained 


For 6, 8 Cylinder Jobs 


Eprtor’s NoTE: With the following article, ADN resumes | 
its series on servicing 1936 cars, which was interrupted | 


during the holidays. 
This section will be under 


ADN Service-Maintenance Editor and author of the new 


Flat Rate Manual distributed 


By PAUL DUMAS 


The following information on 
tuning and repairing the 1936 
Oldsmobile has just been released 
by the Olds Motor Works. 

The 1936 six-cylinder Oldsmo- 
bile is designated as model F36; 
the eight-cylinder car is known as 
the L36. The starting serial num- 
ber of the F36 is F200,001; the 
engine numbers start at F'506,001. 

The starting serial number of 
the L36 is L100,001, the engine 
mumber. is L202,001. On both 
models the serial number is lo- 
cated on the left frame rail near 
the steering gear housing. Engine 
numbers are stamped on the left 
front corner of the cylinder block. 

Engine Assembly 

F36 ENGINE: Bore, 3-5; inch; 
stroke, four inches; piston dis- 
placement, 213.3 cubic inches; 
AMA horsepower, 26.3; makers 
rated horsepower, 90 at 3,400 
r.p.m.; compression ratio, six, no 
options offered; compression pres- 
sure, 106 to 116 pounds at 100 
r.p.m.; flywheel teeth, 145; firing 
order, 1-5-3-6-2-4. 

L36 ENGINE: Bore, three inches; 
stroke, 4% inches; piston displace- 
ment, 240.3 cubic inches; AMA 
horsepower, 28.8; makers rated 
horsepower, 100 at 3,400 r.p.m.; 
compression ratio, 6.2, no options 
offered; compression pressure, 116 
to 126 pounds at 100 r.p.m.; fly- 
wheel teeth, 145; firing order, 
1-6-2-5-8-3-7-4. 

Valve System: Camshaft driven 
by non adjustable two sprocket 
chain. Mushroom valve lifters 
mounted in cluster brackets on 
eight-cylinder. Cylindrical lifters 
ride direct in reamed holes in 
block on six-cylinder. Tappet 
clearance, inlet .008 inch, exhaust, 
010 inch hot. 

Valve Springs: Springs have 
three closely spaced coils at one 
end. Install with closely spaced 
coils at top — 1936 springs are 
recommended for replacement in 
1933 and later models in which 
case the cages are eliminated. 
Spring pressure, 43 pounds at 
229/32 inches closed, and 116 
pounds at 115/16 inches open. 

Spring Removal: On sixes re- 
move valve, and screw tappet 
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the direction of Paul Dumas, 


by the Standard Technical Co. 





screw into lifter as far as pos- 
sible. On eights remove cluster 
bracket without removing head. 

Valve Lifters: On six-cylinder 
models lifters are removed with- 
out disturbing camshaft after 
valves have been removed. On 
eight-cylinder model lifters are 
removable simply by unbolting 
cluster brackets from block. L36 
lifters are recommended for re- 
placement in 1932 and later eight- 





cylinder engines. F36 lifters are 


recommended for replacement in| 


F34 and F35 engines. 

Oversize Lifters: Lifters .005 
inch oversize are available for 
six-cylinder engine. Reaming for 
these is done from above with 
camshaft in place by means of 
special Oldsmobile reamer. Valve 
stem guides must be removed 
when using reamer. 

F36 Valve Timing: With inlet 
tappets set to .008 inch. No 1 in- 
let valve should just start to open 
five degrees or to 2% flywheel 
teeth before (T. C.) top center 
position is when the steel ball in 
flywheel aligns with pointer at 
inspection hole in left side of fly- 
wheel housing. The marks on 
cam and crankshaft sprockets 
should align with each other 
through shaft centers as shown in 
Fig. 1. 

L36 Valve Timing: With inlet 
tappets set to .008 inch the No. 6 





Figure 1 


VALVES are correctly timed 
when marks on sprockets align 


| 


pointer at inspection hole in left 
side of flywheel housing. The 
marks on cam crankshaft sprock- 
ets should align with each other 
through shaft centers as shown in 
re. i. 

Lubrication System: Oil pump 
on six-cylinder engine is mounted 
on outside of engine at right side. 
Pump on eight-cylinder engine is 
located in the oil pan. 

Oil Pressure: Gauge pressure 
should be 25 to 30 pounds at 35 
m.p.h. Relief valve is located on 
pump in both models. NOTE: 
Improvements in the 1936 oil 
pump relief valve make it almost 
immune to oil pump knock caused 
by the former valve bottoming on 
its seat. The seat or shoulder 
against which the relief valve 
formerly bottomed has been re- 
moved allowing the valve to float. 
The F36 relief valve may be in- 
stalled in the F35 by installation 
of an F36 relief valve and cover. 
To improve the F34 install a com- 
plete F36 assembly. On the L35 
it is necessary to install the L36 
pump body assembly, relief valve, 
retainer, gasket and cover. 

Main Bearings: The six-cylinder 
engine has four steel backed bab- 
bit lined shell type bearings which 
are renewable from below without 





with each other through shaft 
centers. 


inlet valve should just start to 
open at T. C. Top center position 
is when the mark just after the 
steel ball in flywheel aligns with 
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disturbing the crankshaft. The 
eight-cylinder engine has five 
main bearings of the same type. 
Main bearing adjustments is not 
recommended. End thrust on both 
models is taken by bronze thrust 
plates one at each end of front 
bearing. 

Rod Bearings: Steel backed bab- 
bit lined shell type renewable 
from below without removing con- 
necting rod from engine. If bear- 
ings are loose install new ones. 
Don’t adjust. 

Piston and Rod Assemblies: Pis- 
ton assemblies are aluminum al- 
loy with “anodized” finish which 





Figure 5 
SIDE VIEW of six-cylinder carburetor showing unloader lip “B” 
on fast idle block. 
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is an electrolytically deposited 
film of aluminum oxide. Pistons 
are cam ground .006 to .009 inch. 
Due to anodic finish pistons can- 
not be machined. Machine cyl- 
inder bores to take oversized 
finished pistons which are fur- 
nished with pin fitted to bosses. 
Piston clearance: Clearance be- 
tween thrust faces of piston and 
cylinder wall should be .0013 to 
.0018 inch. If checked with feel- 
ers use .002 inch feeler blade one- 
half inch wide attached to a 
spring scale. A reading of four 
to 11 pounds should be required 
to withdraw feeler from between 
thrust face of piston and cylinder 
wall. Piston pins: Pin bosses are 
bored 3/32 inch offset. Pins are 
locked in piston and float in split 
bushing at upper end of rod. Free 
end of pins are slotted to prevent 
piston distortion. To prevent injury 
to pistons immerse same in boil- 
ing water for one minute before | 
removing pin. Unslotted end of | 
pin should be installed at lock| 
screw boss of piston. To insure | 
proper pin fit buy new piston if | 
pins are loose in piston bosses. 


Removal of rods: Assemblies are 


removed from above on six-cyl- | 
From below on| 


inder engine. 


eight-cylinder engine. When re- 


moving L36 pistons place cam-| 


shaft in position where counter- 
weights are cross-wise of the 
cylinder block and opposite to 
the camshaft. Proper assembly: 
Tee slot in piston should be on 
left or driver’s side of engine and 
mark “VS” on top should be on 
valve side of engine. Pistons 
should be installed to rods with 
Tee slot on opposite side from oil 
spit hole in lower rod bearing. 
Assemblies should be installed in 
engine with oil spit hole in rod 
bearing toward valve side of en- 
gine. The small grooves forged 
in the rod, and rod cap bolt boss, 
must be matched when assembled. 


| hole 
| housing. Loosen distributor clamp 





Starter, F36: Delco-Remy model, 
738S, two pole, four brush, series 
wound. Current running free: 
65 ampres at 5-volts 5,000 r.p.m. 
Locked current: 575 amperes at 
3.6 volts. Locked torque: 12-foot 
pounds. Brush spring tension: 24 
to 28 ounces. Drive: Manually 
shifted pinion with over running 
| clutch. 


Starter, L36: Delco-Remy model, 
727Z, four pole, four brush, series 
wound. Current running free: 60 
amperes at 5-volts 6,000 r.p.m. 
Locked current: 600 amperes at 
3-volts. Locked torque: 15-foot 
pounds. Brush spring tension: 24 
to 28 ounces. Drive: Manually 
shifted pinion with over running 
clutch. 


Distributor, F36: Delco - Remy 
model, 647, single breaker. Full 
automatic advance type with 
auxiliary vacuum control. Rota- 
tion: Left hand or counterclock- 
wise. Breaker gap: .020 inch. 
Breaker spring tension: 17 to 21 
ounces. Governor advance: Starts 
at 250 r.p.m., is eight degrees at 
800 r.p.m. and attains 12% degrees 
maximum at 1,450 r.p.m. These 
are distributor degrees and r.p.m. 
Double all figures if distributor is 
checked on engine. Vacuum con- 
trol: The vacuum line is tapped 
into carburetor riser just above 
the throttle valve. Obtaining 
vacuum at this point prevents 
spark from advancing when en- 
gine is idling. Vacuum control 
provides additional advance ex- 
cept when engine is suddenly ac- 
celerated, or at extreme high 
speed full throttle when vacuum 
at point of attachment is naturally 
very low. Vacuum advance: 
Vacuum advance starts at vacuum 
of five to seven inches of mercury 
or approximately 800 engine r.p.m 
part throttle. Maximum of 7% dis- 
tributor degrees is attained at 15 
to 19 inches of mercury. Total 
advance: Total vacuum and gov- 
ernor advance is 18% distributor 
degrees at 15 to 19 inches mercury 
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Figure 
HEADLAMP aiming 
trolled by screws A and B. 


is con- 


at 1,450 distributor, or 2,900 engine, 
r.p.m. part throttie. Ignition tim- 
ing: Recommended timing for the 
F36 is for the spark to occur in 
No. 1 cylinder at top center or 
when the steel ball in flywheel 
aligns with pointer at inspection 
in left corner of flywheel 


bolt and revolve distributor to 
secure proper timing. 


Distributor, L36: Delco - Remy 
model, 663, single breaker. Full 
automatic advance type with 
auxiliary vacuum control. Rota- 
tion: Right hand or clockwise. 
Breaker gap: .015 inch. Breaker 
spring tension: 19 to 23 ounces. 
Governor advance: Starts at 250 
r.p.m., is 10 degrees at 1,350 r.p.m. 
and attains 13% degrees maximum 
at 1,800 r.p.m. These are distribu- 
tor degrees and r.p.m. Double all 
figures if distributor is checked 
on engine. Vacuum control: Same 
as F36. Vacuum advance: Starts 





Figure 4 
ADJUSTMENT of anti-percolator valve. Applies to six and eight- 
cylinder models. 


at vacuum of five to seven inches 
of mercury or approximately 800 
engine r.p.m. part throttle. Maxi- 


(Continued on Page 12, Col. 1) 


TANCOUVER, B. C.—This city 
continues to be the brightest spot 
in the Dominion of Canada, if not | 
on the whole of the North Ameri- | 
can continent, as far as used cars | 
are concerned. This situation is 
entirely due to the efficient opera- 
tion of the used car section of the | 
Vancouver Motor Dealers’ Assn. | 
In fact, so successful has been | 
the arrangement, that during) 
1935 every automobile firm repre- | 
sented in the association was able 
to report an increased profit in 
connection with its used car mer- 
chandising. 

The situation in Vancouver is in 
very direct contrast with Seattle, 
where it is officially reported that 
the used car market is not keep- 
ing pace with new car sales and 
trade-ins are piling up on the 
hands of the dealers, and that the 
major factor in this situation is 


that used cars are priced too high | 


as the result of having been 
traded in at too high a valuation 
In Vancouver, the horse trading 
practices in used cars were elimi- 
nated about two years ago. Prior 
to that time, the Vancouver Auto- 
mobile Dealers’ Assn. had 
brought out a blue book in which 
suggested trade-in values for all 
types of cars were set forth. 
Still Antagonism 
While this was being adhered to 





to a considerable degree by the} 
dealers, there was still consider- | 
able antagonism and opposition | 
between the used car and the new | 


car salesmen, this existing even 
between the two departments in 
the one firm. 


in Vancouver, and as all of these 
firms operate large used car de- 
partments, they also represented 


the pick of the used car mer- | 


chants in the area. It was agreed 
that a distinct used car section 
should be formed, to which the 


used car managers of all the new 


Evans-Walton Company 


To Market Car Items 


DETROIT.—The Evans-Walton 
Co. has been organized as a Michi- 
gan corporation to handle the 
manufacture and sale of products 
developed by the E. S. Evans and 
Sons, it was announced today by 
Thomas R. Walton, vice - presi- 
dent and treasurer of the new 
company. 

The products include: the Evans 
bat-Re-charger, the Evans Wiper 
Blade Refill and a new product 
which will be known as Touch- 
up-Tape. These articles were 
developed during the last several 
years by E. S. Evans and Sons, 
which will continue in the devel- 
opment of new items, Walton said. 

The new products will be 
marketed through the dealer or- 
ganizations of the automobile 
manufacturers, 


out the country. 


R. B. Evans is president of the | 


Evans-Walton Co. 
Walton formerly was 


Valve Co. and also was vice- 
president and general manager 
of the McAleer Mfg. Co. 


Battery Imports Cut 


WASHINGTON.—Increased dom- 
estic production of automotive bat- 
teries in Brazil has resulted in a 
sharp curtailment of battery im- 
ports into that market, according 
to the U. S. Department of Com- 
merce. 

Until about five years ago, it is 
pointed out, the Brazilian demand 
for automobile batteries was almost 
entirely supplied from foreign 
sources. American batteries were 
preeminent in the trade with one 
German battery alone offering com- 


The association | 
consists of all the new car dealers | 


the jobbers and} 
chain store organizations through- 


vice- | 
president of the Detroit Motor | 





petition. 

The center of the Brazilian bat- 
tery manufacturing industry is in 
the State of Sao Paulo. 
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Vancouver Dealers Co-operate on Used Car Prices 


Association Reports 


Profits on 1935 Sales 


car dealer organizations would be 


sent by the heads of the firms. | 


These used car managers having | ; ; 
~~ S| mately every six weeks, and this 


thus been organized into a sec- 
tion were instructed to form their 


own committee and to personally | 
| work out the blue book of valua- 


tions on used cars. 

Given a free hand in the matter, 
the used car managers were thus 
able to set up a price of values 


| which represented the figures at 


which they could purchase the 
used car and sell it at a reason- 
able price, making a fair margin 
of profit. These rates have now 
been made basic by all the large 
motor dealer organizations, and 
while the entire set-up is a volun- 
tary one, it is worked out to the 


For 
| PFOFIT-SEPKING 








highest degree of perfection and 
the basic rates are also being fol- 
lowed by many other used car 
organizations who are  unaffili- 
ated with new car dealers. 


Losses Stopped 
The books are revised approxi- 


revision is made in a conference 
of used car managers from each 
of the large dealer organizations, 
so that it is possible to get a fair 
appraisal of a used car in com- 
parison with developments in the 
new car field. 

Loss in used cars by the new 
car dealers in Vancouver has been 
nil for the past two years. 
Whereas formerly every organi- 
zation was distinctly in the red 
in connection with its old car 
business, for the first time in his- 
tory the used car departments of 
new car organizations showed a 
definite profit in 1934, while final 





returns from 1935, which have 
now been completed, show an in-| 
crease in this margin of profit. | 
In some cases larger valuations | 
are still allowed by the new car 
salesmen, but an arrangement is 
existing in the new car organiza- 
tions that where such an allow- 
ance is made over and above the 
values set by the used car de- 
partments that the difference has 
to be absorbed direct by the used 
car organization. 


Dealers Educated 


As the result of this situation, | 
the dealers have been educated 
that it is also in the interests of | 
their department to give only a| 
quotation on a used car which} 
will permit its being handled at a 
reasonable profit as otherwise any 
increase in valuation over this 
point will be reflected in the 
revenue and commissions in their 








own department. 





Postman Carries Nag 


To Pull Out of Snow 

SCHAFER, N. D.— Her- 
man Gierke has his mail 
troubles, but, with the aid of 
an automobile and a horse, 
he beats the weather man, 

Gierke, a rural mail car- 
rier, used to the blasting 
sweeps of wind and snow 
off the North Dakota prai- 
ries, has worked out his own 
method. 

His “transportation” con- 
sists of a truck on which he 
loads his horse and the mail. 
When he gets bogged down 
or a drift of snow blocks the 
road, he unloads the horse, 
hitches it to the truck and 
“pulls out.” 

Farmers attest “Gierke 
gets his mail delivered.” 








Time payments available through 
ourown 6% Y. M. A. C. Plan 
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Your Dealers 


would call 
these people 


“PICKED 
PROSPECTS 
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INCOME 
GROUP Take a look at the automobile market* 


as it graphs on the income triangle. Ac- 
cording to recent government surveys, 
it is a diamond. Strong in the middle 
section where most car sales are made, 
it tapers at the top where there are 
fewer people, tapers at the bottom 
where there are fewer people to whom 
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$5000 -7000 


you can sell cars. 


*U. S. Department of Com- 
merce surveys in six cities, 
“Consumer Use of Selected 
Goods and Services, by In- 
come Classes.” The area in 
each division of income tri- 
angle corresponds to the 
relative number of families 
in that income group. Each 
car figure in the triangle 
represents 2% of the total 
car registration. 














You will find 
American Magazine 






readers in 
the 


TOP 
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brackets 

























*Dr. A——, a leading physician 
active in the County Medical 
Society. 





You will find 


American Magazine 






readers in 
the 


AVERAGE 
INCOME 


brackets 



















*Mrs. &- 
the bes { 
in clubjar 


*Mr. D——, City Comptroller, 
occupying a position of the high- 
est trust in a city of more than 
100,000. 









You will find 
American Magazine 

















readers in 
the 


LOWER 










INCOME *Mr. G—-—, a laborer, who has *Miss fH 
worked steadily for the past five be it] 
years. Owns his home and is con- rothePs. 

brackets sidered fine credit by local mer- comes 3a 


chants. crediggh sk 





9 CITIES SAY, “THEY BUY Wh 
AND PAY FOR WHAT I 


Ask your automobile dealer to tell you where his sales come fr 
He’ll look at you in amazement. Where? There is no one locat 








Buyers come from all over the territory, all neighborhoods, 
classes. Some live in sections like Grosse Point and Birmingh 
Some come from Highland Park, and some from Hamtran 






It isn’t the type of neighborhood but the type of person | 






determines his value as a customer. 







As one successful dealer put it: 









“Show me the man with a good used car and the record 
keeping up his payments regularly. He’s worth my selling) eff 
any time. Income is only one factor. I know men with good 
comes who are always up against it. Every tire replacement is 
emergency. They grouse about the most routine repairs, pbstp 













oil changes beyond the safety point. No wonder, when the ca 
turned in, they can’t get a decent deal. 
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THE CROWELL PUBLISHING COMP? 








E!| DIAMOND MARKET 






The American Magazine audief, : 
forms a Diamond which cuts throug 
the income triangle from apex to base. 
This Diamond Market is broad in the 
middle-income groups where most prod- 
ucts have their broadest markets. It ta- 
pers off toward the top where there are 
fewer people. It also tapers off toward 
the bottom, where there is a decreasing 
market for a magazine with The Amer- 
ican’s editorial standard, and a decreas- 
ing market for the sale of most nation- 
ally advertised products. 















*Mr. C—-, sales manager of a 
nationally famous =: Sev- 
eral children of school age. 











defit of a Savings Bank, liv- 
n unmarried daughter, 









American 















*Miss fH ——, 
fiving 


credigg} sk. 


VHAT THEY 


——, a member of one of 
! families and very active 





a stenographer 
ith her father and four 
rothefs. Family with four in- 
comes 4a going concern—a good 






*Mr. F——, a member of the 
State Legislature, head of a 
family of great influence in the 
community. 







*Mrs. I——, widow, the head of 
a solvent family with two in- 
comes. She lives with her son 
who is a collector and another 
son who is a teacher. 





* Names on request. 
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the record for 
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lacement is an 
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“And those men are the same ones who have to sweat blood to 
keep up the payments—if they keep them up. I tell you it’s the man 
who knows how to manage his income, whatever that income is, 
who makes the best prospect. His used car will get him a reasonable 
trade-in, because he has taken care of it, and you don’t have to 
think about repossession. He’ll keep up car payments because he is 
the kind of man that meets all his bills when they come due.” 

People who buy regularly and pay their bills regularly. That is 
the market advertisers reach in The American Magazine. 

Retail Credit Bureaus in 9 cities were asked to check The 
American Magazine readers, name by name, in unbroken sequence, 
against their files. (Details on request.) These readers were 
weighed on two counts: First, do they buy regularly? Second, do 
they pay their bills regularly? 

The vote was an emphatic yes. The Hartford Credit Bureau, 
which was the first organization consulted, writes: “Nearly all of 
your subscribers would be classed as good prospects for Hartford 


Circulation More Than 2,000,000 


OMPANY ...COLLIER’S, WOMAN’S HOME COMPANION, THE AMERICAN MAGAZINE, THE COUNTRY HOME 


Magazine 


Audience... 


PAYING 
CUSTOMERS 


In Every 







Income 







dealers. This means that practically all of your readers are charging 


regularly and buying regularly. Hartford merchants would be 
anxious to continue doing business with them on a charge basis.” 

Credit bureaus in Philadelphia; Kansas City; Binghamton, 
N. Y.; Grand Rapids; Omaha; Pittsburgh; Springfield, Mass. ; 
and Cincinnati turned in similar reports. Every credit bureau 
found that The American Magazine readers are good prospects 
and profitable customers. 


THE DIAMOND MARKET 


Investigations show that this American Magazine audience forms 
a Diamond, 2,000,000 strong, which extends from the apex to 
the base of the national income triangle. With its greatest strength 
in the medium income section, it tapers off at the top where there 
are fewer people. It tapers off at the bottom where there are more 
people, but incomes are lower, and the actual number of car owners 
is smaller. 

But far more important than its shape is the character of the 
Diamond Market of The American Magazine readers. People 
who buy regularly—people who have adequate incomes and man- 
age them well—people who pay on the line. Talk to these preferred 
prospects. Buy The American Magazine Diamond Market out of 
the income triangle. Reach the people who are naturals for your 
dealers’ live prospect file. 


Magazine 
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Specifications for Servicing 1936 Oldsmobiles 


Adjustments E34 Explained 


Cylinder Jobs 


For 6, 8 


(Continued 
distributor degrees is 
attained at 13 to 16 inches of 
mercury. Total advance: Total 
vacuum and governor advance is 
16 distributor degrees at 13 to 16 


mum of 5% 


inches of mercury at 1,400 dis-| 
Ig- | 


tributor or 2,800 engine r.p.m. 
nition timing: recommended tim- 
ing for the L36 is for the spark 
to occur in No. 6 cylinder .002 inch 
(piston travel) before T. C. or 
when the steel ball in flywheel 
aligns with pointer at inspection 
hole in left corner of flywheel 
housing. Loosen clamp bolt and 
revolve distributor to 
proper timing. 

Spark Plugs: AC G9 18 mm. 
Colder, G8. Hotter, G10. Gap set- 
ting: .030 to .033 inch. 

Generator: Delco-Remy, model 
936T. Regulation: Output is con- 
trolled internally by a non-adjust- 
able third brush and externally 
by a vibrating point type voltage 
regulator. The cut out relay is 
under same cover as the voltage 
regulator. Maximum output: 26 
amperes at 8.4 to 88 volts, field 
terminal grounded. Brush spring 
tension: Main 22 to 26 ounces. 
Third 16 to 20 ounces. Voltage 
regulator: Complete adjustment 
information is contained in the 
Standard Tune Up Manual and 
the Standard Electricians Manual. 
Should not be attempted without 
voltmeter, ammeter and variable 
resistance unit. 

Headlamps: Guide “Multibeam” 
with special right and left lens 
and prefocused; two 
bulbs. Passing beam: With switch 


Read 
This 


from 


secure | 





filament | 


Page 8) 

in passing position light beam 
from right lamp is lowered and 
left lamp remains on upper beam. | 
Aiming: Aim lights on upper} 
beam. To move light laterally | 
(sideways) turn screw “A” Fig. 2, 
accessible from inside of radiator 


shell. To raise or lower light, turn | 


screw “B” in bottom of lamp body, 
near front. Removal: Lamps 
mounted to sub-body by engaging 
three pin heads in button hole 
slots and rotating sub-body. Side 
adjustment screw “A” must be 
backed out before removing lamp 
from sub-body. 


Horns: Single horn Delco- 


| Remy K-26L-1602; current, 5 to 6 


amperes at 6 volts. Air Gap: 
.017 to .023 inch. Dual Horns: 
Delco-Remy K-33D with a 266T 
relay. Current: 12 to 14 amperes 
each. Air Gap: .036 to .039 inch 
for high note horn .045 to .050 
inch for low note horn. Gap must 
be uniform across entire surface 
of armature. Disconnect one 
horn while adjusting the other. 
Relay: Point opening .015 to .025 
inch. Air gap points closed .012 
to .017 inch. Closes at 4 volts. 
Fuel System 
Carburetor F36: Beginning 
with serial No. F217746 and en- 
gine No. F524281, Carter model 
339S metering rod type. Cars 
prior to above numbers Carter 
model 327S. Features: Built-in 
automatic choke. Anti-percolat- 
ing valve which prevents flooding 
the inlet manifold by venting 
float chamber to atmosphere 
when throttle is closed. Main 
nozzle is made in two pieces. 


Rated at 7% tons... but 
it had the guts to doa 
‘Bigger Job!... 


pao NS) oe 


ods. eee ote eee 
mx 


“Ww. 
E had just loaded 


| freight into one of the company’s big 
semi-trailers. The truck pulled the loaded 
semi-trailer out of the garage. 
just reached the middle of Lake Street 
| when the trailer became unhooked. 
flopped on its nose. 


“First 
| Several 


It had 
It 


tried a wrecking crane. 
but the crane wouldn’t 


we 
tries 


! budge the trailer. 


1 “Then we ran our 7%4-ton Manley Jack 
‘| cat. Sipped it under a corner and had 


the trailer up well over a foot in no time. 


| Blocking what the jack gained, we had 
* (Name on request) 
) 


MANLEY MANUFACTURING DIVISION 
of the American Chain Company, Inc. 
York, Pennsylvania 


In Business for Your Safety 


See enestia ee ae A 


high enough to 
in just a few 


the front of the trailer 
back the truck under 
minutes. 


“While the jack didn’t work with a 
finger tip—you had to put a little beef 
on it—it sure wasn’t hard. Without 
wearing out the man on the handle, we 
were lifting a lot of weight. 

“Yes sir, that emergency sure brought 
gut the good points on that Manley 
ac 


Performance like this bespeaks the qual- 
ity in all Manley equipment. 


| 
| 





Caution: 


| metering rod. 





There are three 
portant differences between the 
3827S and the 339S carburetors. 
These are the float level, float 
needle seat and the size of the 
When servicing 
sure of the carburetor 
model. A _ brass tag stamped 
“339S” attached to the carbure- 
tors of later cars assists identi- 
| fication. 


Idle Adjustment: 


make 


Idle adjust- 


|ing screw controls quantity of 


mixture. Turn in for leaner ef- 
fect. Standard adjustment three- 
quarters to one and one-quarter 
turns open. Idle Port Opening: 
010 to .014 inch with throttle 
valve tightly closed. Spark Con- 
trol Port: Port for vacuum con- 
trol of spark should be .039 to 
.041 inch diameter. Bottom of 
port should be .041 to .047 inch 
above throttle valve. 

Float Level: With float cham- 
ber cover and gasket removed 


Figure 3 


METHOD of float height meas- 
urement on six-cylinder models. 


distance from machined surface 
of cover to nearest face of float 


should be three-eighths inch for | 
the 339S carburetor and one-half | 
inch for the 327S. Measure with | 


cover inverted as shown in Fig. 3 

Anti-Percolator: To adjust set 
throttle valve .020 inch open as 
shown in Fig. 4. Adjust lip on 
pump arm to permit entry of a 
.010 inch feeler blade between lip 


|} and top of anti-percolator valve 


stem as shown. 

Choke Unloader: Choke valve 
should open regardless of engine 
temperature when foot throttle is 
opened wide. If it does not open 
bend lip “B” on fast idle block, 
Fig. 5, as required. 

Calibration: Variation of the 


| fuel air ratio in all ranges above 


12-205S—Nozzle 








| 





| 48-43—-Pump jet. 
| 75-157—Metering rod standard for 


| 120-67S—Metering rod jet. 


idle is secured by using a leaner 
or richer metering rod. Numbers 
shown below are Carter part 


| numbers: 
| 11-141 


Low speed jet. Size 72 


drill. 

assembly. Size 
31 drill in both. 

Size 72 drill. 


327S carburetor with steps .070, 
.067 and .040 inch diameter. 


cause B{ 
o log 


Figure 6 
METHOD of setting metering 
rod with gauge, _ six-cylinder 
models. 


75-175—Metering rod standard for 


339S carburetor with steps .072, 
068 and .040 inch diameter. 


| 21-45S—Float assembly. 
| 25-42S—Float needle and seat as- 


sembly for 327S_ carburetor. 


Size 38 drill in seat. 


| 25-34S—Float needle and seat as- 


sembly for 339S_ carburetor. 

Size 46 drill in seat. 

Size 
40 drill. 

122-55S—-Blank disk check. 


122-47S—Discharge check. 


im- 





170E23S — Thermostat coil anal 
housing. 

Metering Rod Setting: The 
metering rod setting should be 
checked and adjusted whenever 
carburetor is serviced or when 
changing to a richer or leaner 
metering rod. Carter gauge No. 
T109-25 or Oldsmobile No. J509 
are required. The procedure is 
as follows: 
1—Remove dust cover and dis- 

engage upper end of throttle 

connector rod. Back out 
throttle lever adjusting screw 

“C” so that throttle closes 

tight. Remove metering rod 

turning same quarter turn to 
disengage it from pump arm. 

(See Fig. 6.) 
2—Insert metering rod gauge in 

place of metering rod, seating 
beveled end in metering rod 
jet. Hold gauge vertical to 
insure seating. 
Metering rod pin “B” (not the 
shoulder on pin) in pump arm 
should rest on top of gauge 
with throttle fully closed and 
upper end of connector rod 
“A” centering freely in its hole 
in pump arm. If rod “A” does 
not center freely in pump arm 
hole bend its lower end until 
top end centers freely in hole. 
Remove gauge and replace 
metering rod and disk making 
sure that metering rod enters 
hole in jet. Fill threaded hole 
under dust cover with a good 
grade of graphite grease and 
replace dust cover. 

Troubles: If troubled by chronic 
stalling remove low speed jet and 
clean thoroughly. Make sure that 
jet seats airtight in body casting 


ZZ 
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Figure 7 

SIDE VIEW eight cylinder 
carburetor: A, choke unloader 
lip; DC, pump disk check; F, 
Fast idle screw; H, Fast idle cam; 
IC, Pump inlet check; S, Throttle 
stop; T, Throttle stop screw; 3, 
Idle adjuster. 


top and bottom. If not airtight 
install new jet of identical speci- 
fications. Poor acceleration if ac- 
companied by increased resist- 
ance to foot throttle movement is 
caused by a clogged accelerating 
pump jet. If not accompanied 
by resistance to foot throttle 
movement look for worn or 
damaged pump piston leather 
sediment, bent arm or leaking 
check valves. 

Carburetor L36: Carter model 
328S duplex metering rod type. 
Features: Single float cham- 
ber feeding two sets of jets and 
two throats. Has two meter- 
ing rods and two anti-perco- 
lator valves which function as 
explained in the description of 
the six-cylinder carburetor. 
An automatic choke and fast 
idle are also utilized. Idle Ad- 
justment: The two idle ad- 
justing screws (3), Fig. 7, con- 
trol quantity of mixture. Turn 
in for leaner effect. Standard 
adjustment, three-quarters to one 
and one-quarter turns open. 
Idle Port Opening: .009 to .015 
inch with throttle valve tightly 
closed. Spark Control Port: 
Diameter .039 to .041 inch. Bot- 
tom of port should be .029 to .033 
inch above throttle valve. Float 
Level: With float chamber cover 


and gasket removed, distance 
| from machined surface of cover 
| to nearest face of float should be 
| three-sixteenth inch. Measure 
with cover inverted as shown in 
Fig. 8. Anti-Percolator: To ad- 
just set throttle valves .020 inch 
open as shown in Fig. 4. Adjust 
lip on metering rod arm to permit 
entry of .010 inch feeler blade be- 
tween lip and top of anti-perco- 
lator valve stem. Do not disturb 
setting of metering rods when 
making this adjustment and make 


METHOD of float level mea- 
surement eight cylinder models. 


sure that both anti-percolator 
valves are adjusted equally. Fast 
Idle: When fast idle screw “F” 
is resting against the high lobe 
of fast idle cam “H” (Fig. 7) 
there should be .030 inch clear- 
ance between throttle stop screw 
“T” and stop “S.” Adjust fast idle 
screw “F”’ to secure this clearance. 
Choke Unloader: Choke valve 
should open, regardless of engine 
temperature, when foot throttle 
is opened wide. If it does not 
open, bend lip “A” (Fig. 7) as re- 
quired. Metering Rod Setting: 
Metering rod position should be 
checked whenever carburetor is 





serviced. Procedure is as follows: 
1—Remove air horn and auto- 
matic choke assembly. One 
of the three air horn at- 
taching screws is located 
under the choke valve on 
inside. 
Disconnect the throttle con- 
nector rod and back out 
the throttle stop screw so 
that throttle valves are 
tightly closed. Remove 
spring and pin from top 
of metering rods and lift 
out both metering rods. 
Remove retainer plate held 
by small brass screw and 
the two disks. 
Insert two metering rod 
gauges, Carter No. T-109-27 
or Oldsmobile No. J510, in 
place of the metering rods, 
being sure that beveled 
end of each is seated in its 
metering rod jet. Reinstall 
metering rod _ pins. Each 
metering rod should now rest 
lightly on lower end of notch 
in gauge, with throttle fully 
closed and throttle connector 
rod centering freely in its hole 
in pump arm. If connector rod 
does not center freely bend it 
until this condition is obtained 
Reinstall metering rods and 
lubricate holes in metering rod 
arm with graphite grease. Al- 
ways check anti-percolator ad- 
justment after setting meter- 
ing rods. 





RETURN SPRING 
THROTTLE 


1 CROSS SHAFT 4 
LEVER 
\ 


\\ ADJUSTING 5 


r SCREW 


ond 


Throttle cracker shown above 
should open carburetor throttle 
.090 inch when starter pedal is 
depressed. 


Calibration: Variation of air fuel 
ratio in all ranges above idle is 
secured by using a leaner or 
richer metering rod. Numbers 
shown below are Carter part num- 
bers. 

11-141—Low speed jet. 

drill. 
12-209—-Main nozzle. Jet size 30 


(Continued en Page 13, Col. 3) 


Size 72 





or any other make of car. 
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Oldsmobile Coast Dealer Catches Eyes 


Uses Corner Lot Location 


For Sales-Service Plant 


G OING in for neighborhood sales and service operations 
in a big way, C. Standlee Martin, Oldsmobile dealer in 
Long Beach, California, has taken advantage of his corner 
lot location to design a station which will attract attention 
and provide one-stop service for the owners of Oldsmobiles 


The design of Martin’s new 


building is ultra modern, well illuminated and easily 
accessible. The entire layout represents an investment of 
$25,000 and the station is equipped@——— 


Howard J. Cook 
Elected to Head 
Michigan Assn. 


with the most advance type of 
service devices which save time 
for the custom- 
er and make 
money and 
friends for Mar- 
tin. Like all 
other neighbor- 
hood units, the 
Martin station 
is designed to 
provide more 
frequent contact 
with car owners 
and to supply 
their day to day 
service needs. 
New Display Room 

A new car display room is ar- 
ranged to invite owners to look 
over the 1936 Oldsmobiles while 
work is being done on their pres- 
ent cars. In addition an attrac- 
tive display of accessories is 
maintained. The station has a 
wide apron with gasoline pumps 
well spaced to prevent crowding 
or delay. 


In addition to gasoline sales 
the company also provides lubri- 
cation, washing, battery service, 
brake testing and adjustment, 
motor analyzing, wheel align- 
ment, motor overhaul, tire repair 
and other quick service opera- 
tions. Gasoline pumps are of the 
cash register type and the lubri- 
cation department is equipped by 
Grayco with Alemite high pres- 
sure lubrication guns. 


Delivers Cars 


Martin also goes after the cus- 
tomers who do not drive in, and 
a three-wheel trailer type Indian 
motorcycle is used to bring cars 
in from the residential districts 
as well as to expedite pickup and 
delivery of parts. The motor- 
cycle can be driven to the cus- 
tomer’s home attached to the rear 


NEIGHBORHOOD 
SALES AND 
SERVICE PLAN 


more dollars 
for dealers! 


of the car and towed back to the | 


shop or towed from the shop to 
the home where the car is to be 
delivered. 


The Martin station has been 
opened only a short time but al- 
ready it is said to have demon- 
strated its value and may prove 
the forerunner of other Oldsmo- 
bile stations of this type on the 
coast. 


Chevrolet Celebrates 


Improved Plant Safety | 


DETROIT.—Marked advances 
in industrial safety made during 
1935 in Chevrolet plants were 
celebrated Monday at a dinner in 
the Book-Cadillac, at which W. J. 
Scott, manager of the spring and 
bumper plant, Detroit, was 
awarded a plaque in recognition 
of having achieved the greatest 
improvement. 


Chevrolet’s 24 manufacturing 
plants showed an average im- 
provement of 47 per cent, and the 
record of the spring and bumper 
plant was 81 per cent. The forge 
plant, also managed by Scott, was 
second in the list with 75 per cent 
improvement. 


The record hung up by the two 
plants under Scott’s supervision 
is considered especially note- 
worthy, inasmuch as one of these 
units is the big forge plant, a type 
of operation in which industrial 
safety is reputedly difficult to as- 
sure. Figures for the two divis- 
ions of the contest—manufactur- 
ing plants and assembly plants— 
indicate that both made great 
headway last year. 


| will rule 
| off the roads. 








DETROIT.—Howard J. Cook, 
Lansing, Mich., one of the best 
known dealers in the state, was 
elected presi- 
dent of the 
Michigan Auto- 
motive Trade 
Assn. at a re- 
cent joint meet- 
ing held here in 
conjunction with 
the National 
Automobile 
Dealers’ Assn, 

In accepting 
the office for 
1936, Cook urged H. J. Cook 
members to ex- 
ert themselves in two directions: 
first to work for improved legis- 
lative conditions in the state and 
secondly to reduce in every way 
possible the tremendous cost of 
retailing cars. 


Cook described the excessive 
taxation burden under which the 
industry is now struggling and 
urged immediate and aggressive 
action on the part of all dealers 
to prevent additional taxes be- 
ing imposed in Michigan. 

The entire state dealer body, 
he said, is now being organized 
to combat the present sales tax 
act which allows the pyramiding 
of the 3 per cent tax on used 
car trade-ins. The MATA is 
seeking to have the tax returns 
made on the basis of actual gross 
receipts rather than on the theo- 
retical gross receipts from sales 
as at present. 

Cook also urged passage of a 
compulsory inspection law which 
“death trap” jaloppies 
Under present day 
traffic conditions, he said, quick 
acceleration and adequate brak- 
ing are essential to safety. 


Fuel ieiiail Up 
Here and Abroad, 


Survey Reveals 


NEW YORK. — Continued in- 
creases both in domestic and ex- 
port demand for motor fuel and a 
slight decrease in required dom- 
estic production of crude oil are 
reported by the American Petro- 
leum Institute. 


Total demand for motor fuel in 
the first quarter of 1936 was 
placed at 102,600,000 barrels. Dom- 
estic demand was estimated at 95,- 
100,000 barrels, an increase of 8.1 
per cent, on a daily average basis, 
as compared with 87,032,000 barrels 
shipped in the first quarter of 
1935. Export demand was esti- 
mated at 7,500,000 barrels, as com- 


pared with 5,967,000 barrels in the. 


first quarter of 1935. 


Total demand for domestic crude 
oil was estimated at 2,688,000 
barrels daily for the quarter as 
compared with estimated daily 
average production of 2,810,800 
barrels in the week of Dec. 28, 
1935, of 2,802,750 barrels in the 
week of Jan. 4, 1936, and 2,810,150 
barrels in the week of Jan. 11. 
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NEW SALES AND SERVICE station of C. Standlee Martin, Oldsmobile dealer in Long Beach, Calif. 
Martin has used his corner lot location to the best advantage, erecting a bright, attractive set-up so that 
thousands of motorists see it as they drive daily on the adjacent streets and boulevards. 


Service Specttications 


For 1936 Oldsmobile 6, 8 


(Continued from Page 12) 


drill. When installing this noz- 

zle be sure to use a new 20-60 

gasket. 
48-43—Pump jet. 
21-59S—Float. 
25-59S—Float needle and seat as- 

sembly, Size 38 drill in seat. 
75-158—Metering rod standard 

with steps .069, .065 and .052 

inches diameter. 
120-103S—Metering rod jet and 

gasket assembly. Size 43 drill. 
122-55S—Blank disk check valve. 
122-58S—Intake check and hous- 

ing assembly. 
170E-16S—Thermostat Coil and 

housing. 
Troubles: For likely troubles 
and their correction refer to 
six-cylinder model data pre- 
ceding. 

Throttle Cracker; Proper op- 
eration of fast idle system 
necessitates correct adjust- 
ment of the throttle cracker 
shown in Fig. 9. 
1—Disconnect cable from 

starter switch. Place a 

.090-inch feeler blade be- 
tween throttle stop screw 
“T,” Fig. 7, and stop, “S.” 

Now push starter shift 

lever, “2,” Fig. 9, all the way 

down. 

The pin “3,” should now 
just contact the cross shaft 
lever “4.” If pin does not 
contact lever turn the ad- 
justing screw, “5,” until con- 
tact is made. Adjustment ap- 
plies to six and eight-cylinder 
models. 

Gas Gauge: AC electrical. See 
Standard Tune-Up Manual for in- 
structions. 

Manifold Heat Control: Auto- 
matic by thermostat. Thermo- 
static spring should have 125 de- 
grees, or approximately 1/3 turn 
wind-up to hook under anchor 


pin. 


Size 72 drill. 


Steering System 

Adjustment of Saginaw worm 
and roller steering gear is same 
for 1935 models. See page 92 in 
Standard Service Manual for com- 
plete instructions. 

Suspension System: 
gram link type of independent 
suspension at front, using coil 
springs. Differs from 1935 models 
in that upper and lower control 
arm yokes have been eliminated. 
Caster and camber controlled by 
a single eccentric pin on each side 
instead of shims. 

Caster: 1% to 2% degrees. 
Caster should be adjusted before 
adjusting camber. 

Measuring Caster: Wheels must 
point straight ahead. Car on level 
floor or rack. Place a machinist’s 
protractor head with level against 
the two machined bosses on front 
side of knuckle support. 

Caster Adjustment: Loosen 
knuckle support clamp bolts, Fig. 
10. Remove lubrication fitting, 
“10,” from upper pivot pin front 
bushing and insert Allen wrench 


Parallelo- 








in hole thus exposed. To increase 
caster turn pin clockwise. One 
quarter of a turn of pin changes 
caster 4% of a degree. Since cam- 
ber adjustment will change caster 
slightly set caster within limits, 
1% to 2 degrees. 


Camber: % to 1 degree or 1/32 
to 9/32 inch. Camber adjust- 
ment should be made after ad- 
justing caster. 


Measuring Camber: Wheels 
must be pointing straight ahead 
and car on level floor or rack. 
Use specialized equipment of a 
machinist’s protractor head level 


Figure 10 
SKETCH showing suspension 
control arm. Both camber and 
caster are controlled by the single 
upper pivot pin which is an ec- 
centric. 


against end face of wheel hub. 

_Camber Adjustment: Loosen 
knuckle support clamp bolts, Fig. 
10. Remove lubrication fitting, 
“10,” from upper pivot pin front 
bushing and insert Allen wrench. 
To increase camber turn pin in 
direction that its eccentric por- 
tion is moving toward the out- 
side. 

CAPACITIES 

Cooling System: F36, 12% qts; 
L36, 16 qts. Crankease: F36, 6 
qts.; L36, 7 qts. Transmission: 2 
lbs. Rear Axle: 2% lbs. 

COOLING SYSTEM 

Water pumps mounted in front 
of cylinder block. By-pass used 
on all models. 

Pump Packing: Remove pump 
to repack. 

Pump Shaft End Play: .008 to 
.014 inch, pump assembled but 
not mounted to cylinder block. If 
play is not within limits remove 
cover and change position of im- 
peller, which is held by friction 
to pump shaft. 

Radiator Core: Removed from 
car rearwards without disturbing 
shell. 

SPECIAL NOTES 

Relining of clutch plates is not 
recommended. If emergency situ- 
ation necessitates relining, drill 











out old rivets. Don’t punch them 
out. Rivets must be rolled, not 
split. Each rivet goes through 
one facing only. Clutch springs 
should show a pressure of 210 to 
220 Ibs, when compressed to 
111/16 inches. 

Brakes: Clearance at heel and 
toe should be same, within .002 
inch. 

Rear Axle: Adjustment of pin- 
ion mesh requires special type 
micrometer depth gauge, Olds- 
mobile No. J-705. Recommended 
pinion protrusion marked on end 
of each drive pinion. Pinion bear- 
ings are not adjustable. 

Axle Ratio: Standard ratio for 
F36 is 4.55; optional ratio, 4.78. 
Standard ratio for L36 is either 
4.44, used early cars, or 4.55 for 
later cars; optional L36 ratio, 
4.78. 


Michigan Plants 
Announces Plans 


For °36 Expansion 


ANN ARBOR, Mich.—Three 
local manufacturing concerns 
have indicated plans for a year 
of expansion. Officials of the 
Hoover .Steel Ball Co. are con- 
fident of increasing activity 
which they hope will place them 
in 1936 front rank. In the past 
year the firm has added to its 
line 75 new sizes in radial and 
angular contact type ball bear- 
ings, thus completing its range 
of bearings and automatically 
opening new sources for the sale 
of its products. Installation of 
the equipment cost approximately 
$50,000, and plans for further ex- 
pansion call for expenditures 
amounting to $75,000 in addition. 


The King Seeley Corp., manu- 
facturers of th2 K-S telegage, 
liquid depth gauges, electric 
gauges, and instrument panels, 
etc., has 22 per cent more em- 
ployes now than at the same 
period in 1935. 


A 100 per cent schedule in 
employment and production and 
an announcement of plans for an 
addition to the plant is the 1936 
schedule at the American Broach 
& Machine Co. A new peak in 
employment is reported. 


—20 years a direct factory 
representative, sales-promo- 
tion manager, retail sales 
manager with plenty of 
used car experience. Have 
covered the entire country 
and am particularly familiar 
with the West Coast. 
Could handle zone manage- 
ment or any other element 
of factory sales. Refer- 
ences, of course. Fully re- 
covered from recent illness 
and rarin’ to go. 

Box 1050, ADN.—527 New 
Center Bldg., Detroit. 
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Axe Falls on Junkers in Chevrolet Detroit Zone 


Dealers Estimate Reward 


As Jallopies Are Scrapped 


By E. M. LUBECK 


DETROIT. — With over 1,000 
antiquated and decrepit automo- 
biles in the Detroit Chevrolet 
zone already on the way to the 
place from which there is no re- 
turning, and at least 800 more to 
be given the death certificate be- 
fore the end of the month, Chev- 
rolet dealers in this section are 
anticipating that their share of 
the $1,000,000 Chevrolet junking 
fund will reach close to $35,000. 
Reports reaching the home office 
indicate that the junking plan 
will see the end of at least 70,000 
highway menaces by the end of 
the month. Every zone of the 
company is taking swift action 
on the plan. 





In the Detroit zone, dealers at | 


a meeting Tuesday night passed 
a resolution covering a vote of 


| 1,000 pounds, 
| fails to dent some of the parts of 


thanks to President Marvin E. | 


Coyle for having started some- 


thing which is giving them not | 
only a chance to retrieve some of | 


their used car losses, but an op- 


portunity to boost their used car | 
| stuff in their cars. 


sales to a high point for January. 


Definite sales results are shown | 


in the fact that while Wayne 
County registrations are off near- 


ly 20 per cent for the period end- | 
ing Jan. 18, as compared with fig- | 


ures of Dec. 18, Chevrolet gained 


in sales to the extent of secur- | 


ing 27.9 per cent of the price 
class as compared with 22 per 
cent of the price class in the 
period ending Dec. 18. Competi- 
tion suffered nearly a 50 per cent 
loss in total registrations in the 
same period. 


Have Junked 243 


Chevrolet zone field representa- 
tives are going after the junking 
in real earnest. There is no fool- 


ing about their activities. Since | 


the plan went into action Jan. 1 
many field men have taken part 
in or witnessed and attested to 
the actual junking. One has a 
record of over 243 cars and sev- 
eral othets have exceeded the 100 
mark. Their activities have been 
stimulated by the fact that each 
is directly responsible for ‘his ter- 
ritory. In many cases they have 
wielded the sledge of destruction 
themselves. They have discov- 
ered that the allowance of $20 
per car is only a part of what 
the dealer actually gains. Added 
to the $20 check there is the sale 
of the wreckage to the junk man, 


usually amounting to $3.50. Then | 


there is the savings in selling 
commissions, savings in advertis- 
ing and a number of other inci- 
dentals which actually gives the | 
dealer a total in the neighborhood | 
of $35 when the old car is out of 
the way. To this they also point 
out that the absence of the old, 


THE BLOW THAT KILLED the junker. 


| run even further is testimony that 





used car showroom or the lot adds 
to the appearance of his other- 
wise good looking and well con- 
ditioned merchandise. 

Wrecking the old car to the 
extent that it will not find its 
way back on the roads to con- 
tinue its life as a menace to high- 
way safety isn’t the easiest job in 
the world. Some of the aged and 
ancient clunkers are built of stuff 
much sterner than the field man 
or the dealer thinks. A 16-pound 
sledge in the hands of a 175-pound 
field man, according to the slide 
rule of mechanics, results in a 
number of foot-pounds. Multi- 
plied by the energy set up by the 
desire to do a good job, the blow 
has a crushing effect of nearly 
which even then 


some of the old cars. The fact 
that some of them have been 
pounded over the roads for 10 or | 
12 years and could be made to 


American car makers put good 
Party Held in Snow 


To see how far Chevrolet goes 
with the program, your reporter, | 





NOT MUCH LEFT. It’s a pretty sure bet this junker won’t be 
put back into circulation. It’s another of the 1,000 used cars junked by 
Chevrolet dealers in the Detroit district this month. 


report to Mr. Coyle.or Mr. Hol- 
ler through the customary report- | 
ing channels, that it is a job well | 
done. Climbing out of the snug, 
warm car, the party pushed its 
way through knee deep snow- 
drifts, facing a biting wind, to 
the back end of the first dealer’s 





M. E. COYLE, PRESIDENT 
CHEVROLET MOTOR CO. 


I HAVE JUST BEEN ADVISED THAT THOUSANDS OF 
OBSOLETE AND UNSAFE AUTOMOBILES HAVE 
ALREADY BEEN REMOVED FROM HIGHWAYS AS 
RESULT OF YOUR MILLION DOLLAR FUND FOR 
THE JUNKING OF OLD CARS THROUGH YOUR 
DEALER ORGANIZATION STOP THE PAYMENT OF 
TWENTY DOLLARS FOR EACH CAR JUNKED IN 


THIS MANNER IS A REAL 


PER CENT HAVE BEEN IN 


W. H. CAMERON 





accompanied by a field man, pho- 
tographer and some others, jour- 
neyed forth last Wednesday to 
take part in the wake or last 
rites of some of the cars. The ex- 
pedition was not an entirely joy- 
ful one. It was more like one 
of Admiral Byrd’s side trips in 
Little America. Sub-zero winds, 
with flying ice particles, ham- 
pered the trip, but enough was 
seen to enable the reporter to 


| vouch for the fact that when the 


YEARS TO THIS VERY DEFINITE CONTRIBUTION 
ON YOUR PART SHOULD HASTEN THE DAY OF 
GREATER MOTORING COMFORT FOR ALL 
CONGRATULATIONS AND BEST WISHES FOR 
CONTINUED SUCCESS OF THE PLAN STOP 


Jan. 22, 1935 





CONTRIBUTION TO THE 


CAUSE OF HIGHWAY SAFETY STOP ELEVEN PER 
CENT OF THE AUTOMOBILES IN USE TODAY ARE 
EIGHT YEARS OLD OR MORE AND FIFTY SEVEN 


USE AT LEAST FIVE 


STOP 


| with the title of registration 
CHICAGO, ILLINOIS 

MANAGING DIRECTOR 

NATIONAL SAFETY COUNCIL, INC. 


lot. The field man, with a sheaf 
of titles furnished him by the 
dealer, chose a car bearing a 
once well known name. First the 
engine number and then the car’s 


| serial number had to be checked, 


figure for figure, and letter for 
letter. The type of car was care- 
fully checked. Ice cold fingers 
jotted down the notes made for 
the report and then action be- 
gan. 

The headlights were first. A 
typical blow between the eyes, so 
to speak, put them out of com- | 
mission. Next the left hood was 
raised. The exact number of foot- 


| pounds exerted in the first blow 
| will probably never be recorded, 
| because snow and ice on the en- 
| gine head resulted in a deflected | 


blow which crushed the head and | 
the glancing blow busted spark | 


| plugs and the distributor beyond 


any possibility of further service. | 
Then rapid swings on the right | 


| side broke the block, allowing a| 


gusher of anti-freeze to spurt in 
all directions. Holes were torn | 
into the manifold and the block. | 
The starter and generator, both 
receiving Joe Louis short jabs, 
caved in and gave up the ghost. 
A lusty wallop ripped a hole in 
the crank case and then the, 
radiator got its final blow. 

An enthusiastic witness poked | 
a hole in the windshield and when 


| the rattle of falling glass had 


subsided, a tire, worse for wear, | 
popped out with a bang and the 
car, like a wounded stag, sank to | 


its knees and stayed dead. It had 
taken almost all of the count. 


William Hurd, Chevro- 


let district manager, puts another junker out of commission as part 
of Chevrolet’s plan to rid the streets and used car lots of unfit cars. 


But the field man was not 
through yet. With a crowbar he 
smashed the instrument panel, the 


dials and the gasoline gauges, de- 
stroying forever any record of 
the miles of joy or sorrows of the 
former owner. The field man had 
absolutely no sentiment in his 
makeup. Instead, he continued his 
tour of destruction by attacking 
the differential housing with a 
monstrous crowbar, pushing the 
oil plug in so far that it would 
take the entire factory production 
force’s technical experience to 
figure out how it could ever be 
removed. It was a complete job 
and Coyle’s crew need have no 


| worry on the way the instructions | 
| are carried out. 


Found Museum Piece 
Back into the car the half 


| frozen crowd hustled, only to get 
out again in another lot. By this | 
time there was no mistake about | 

| zero weather, nor was there any 

| question about the wind velocity | 


of 35 miles per hour. Searching 


| about through the blinding snow- 
|}| storm, a car with a 12-year rec- 
||| ord of some usefulness was found. | 
| It was a museum piece. The sedan 
| body stood high on 


its chassis. 
The tires were well rounded, but 
in 
his hands the field man gave it 
no thought of reprieve. It tool. 
however, a full dozen swings with 
the sledge to cave in the rear 
axle housing and differential. The 
motor, brittle from the cold, was 
easy and the job itself was done. 
Several others followed, the de- 
struction being coldly cruel, but 
by this time most of the cars are 
well on their way to the smelter. 
Some parts, that is, the unwear- 
able parts, may find their way 
into service, but the Secretary of 
State who gets the cancelled 
titles and the affidavits that the 
car is now so much scrap iron 
can cross it off his books and for- 
get it. 

There is more in the wrecking 


of the cars that is 
For example, a well known small 


car was found. It actually had a | 


ANOTHER ONE OUT OF CIRCULATION. 





| throats. 





|243rd car and feel great.” 





interesting. | 


1936 license plate showing that 
the dealer had convinced the 
owner, who, up to a few weeks 
ago, was still driving it, that it 
had outlived its safety limits. The 
wrecking at the front end was 
halted for a moment because just 
before the sledge descended it was 
noted that the block had been re- 
paired in several places. “Instead 
of being bulged out as would be 
the case of a freeze-up, it was 
noted that the repaired part was 
dented in. Further check showed 
that the car had been through the 
wrecking process once before. The 
date on the title showed it to be 
a 1924 model. It gave every evi- 
dence of having gone through 
either the 1930 or 1931 wrecking 
mill. It died, however, for the 
second time this week. If the 
blows of the sledge didn’t settle 
its fate, then the zero weather of 
the week will record another vic- 
tim of old Boreas at least. 


Records Witnessed 


Returning to the car and rap- 
idly driving to one of a chain of 
well known hot coffee dispensa- 
ries, the party checked over the 
day’s casualties, using the certifi- 
cates of title as records of the 
wrecked cars while letting the 
hot coffee trickle down their 
Papers were signed and 
witnessed. Further checking 
showed that all members of the 
party had almost frozen their 
ears and feet, the photographer 
had frozen his little finger on his 
right hand. The field representa- 


| tive, however, who had so cheer- 


fully demonstrated his ability to 
swing a sledge, was the only one 
who appeared normal. “Mr. 
Coyle,” he remarked, swallowing 
the last sip of coffee, “has this 
thing all figured out. He’s get- 
ting us in condition for the sales 
battles of the spring and early 
summer. I’ve just cracked up my 
A 
chorus of “Oh yeahs” started the 
party for home and other places, 


| One thing is certain, Chevrolet is 
| doing a perfect job. Another thing 


is that Chevrolet field men, par- 


| ticularly the modern day men, are 


getting a post-graduate course in 
how cars were built and an ap- 
preciation of how 1936 cars are 
better and more convenient. 


Williams Advanced 


CANTON, O.—The Timken Steel 
& Tube Co. has announced the pro- 
motion of S. D. Williams to director 
of sales, with headquarters here. Wil- 
liams has been connected with Tim- 
ken since 1926, starting as metal- 
lurgical sales engineer. He was 
made manager of tube sales in 1935, 
after having served as assistant di- 
rector of sales for several years. 


Williams has been active in the 
development of special steels to 
meet the needs of the trade. His 
metallurgical training and practical 
experience and understanding of op- 
erating conditions have enabled him 
to solve problems of users of Timken 
seamless tubing and Timken alloy 
steels. 


William Hurd, Chev- 


rolet district manager, smashed the 1,000th used car junked this 
month by dealers in the city of Detroit. 





DETROIT. — To insure that 
every Chrysler car shipped from 
the factory will reach its owner 
in perfect condition, David A. 
Wallace, vice-president in charge 
of manufacturing, has recently 
effected important improvements 
in the factory’s final o.k. and con- 
ditioning lines. ‘These improve- 
ments were made upon a system 
that already was functioning well, 
but by slowing down the o.k. or 
“custom” line so that the men 
have more time for their various 
operations, and giving them 
added room and better lighting, 
Wallace has perfected it to a 
point where he can guarantee an 
automobile as nearly perfect as 
expert workmanship, rigid inspec- 
tion and uncompromising stand- 
ards can make it. 


The improvements affect that 
part of the factory’s operations 
taking place after a car has left 
the assembly line. 

Travels 376 Feet 


It is to make sure that all ad- 
justments are 100 per cent cor- 
rect and that the car is clean and 
free of even the most minute 
scratch or blemish that Chrysler 
cars pass over the final o.k. line. 
Here the car is_ conditioned, 
tested and inspected. It spends 
some 48 minutes in traveling the 
376 feet which is the length of 
the line. In this time approxi- 
mately 350 operations are per- 
formed on it and 40 men have a 
hand in maintaining Chrysler’s 
high standards to make it ready | 
for the owner. 


Under the new arrangement, 
there are eight final o.k. lines. 
Seven of these are used for the| 
normal operations called for by | 
the daily schedule. The eighth | 
is for repairs that either could 
not be made on one of the regu-| 
lar lines or else could be made| 
only at such a sacrifice of time | 
that it would slow up production | 
more than to treat it as a special 
case. The capacity of the line is| 
25 Chrysler Sixes or Chrysler 
De Luxe Eights or 15 Chrysler 
Airflows, the latter with their 
longer wheelbase taking more 
space on the line. 








29 Operations 

There are 29 blanket operations 
involved in testing and condi- 
tioning the car. These in turn | 
are broken down into 120 smaller | 
operations that must be checked | 
as o.k. on the inspection check | 
card before the car is released by 
the final inspector. As each of | 
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Chrysler r Inspection Provides Double Check 


Better Lights and More Time 
Eliminate Slight Blemishes 


these 120 operations may involve 
doing the same thing to a num- 
ber of similar parts, the total 
grows very fast. For example, 
the various operations listed un- 
der the general heading of “tight- 
ening nuts” mean that 245 nuts 
must receive individual attention. 


Every part of the car is given 
a thorough test — body, motor, 
chassis, wheels, upholstery finish, 
lights, doors and windows. The 
first thing that the car receives 
is a test for leaks that might de- 
velop in a rainstorm. Synthetic 
rain, heavier than that of any 
natural rain known and under 
a pressure three times as great, 
is produced by a sprinkling de- 
vice. Door windows, ventilators, 
etc., must be tight against this 
deluge. 

Each Car Cleaned 

Each car is carefully cleaned 
to make sure that there are no 
spots or dust on the upholstery. 
The finish is gone over very care- 
fully and any defective spots are 
touched up. The car is then care- 
fully polished by a sheepskin buf- 
fer. Windows are cleaned. Tire 
pressure is tested, motors are 
started with the car on rollers to 
make sure that timing and car- 
buretion are perfect. Gasoline 
tanks and radiators are tested 
for leaks. Trim is inspected to 


make certain that there are no| 


minor imperfections. Expert trim 
repair men give attention when 
needed. In fact, this is regarded 
as so important that there are 
two places on the line where trim 
must be inspected. Grease is in- 
serted where indicated by men 
who work in long pits beneath 
the car. All chrome parts are 
carefully oiled. 


During its travels down the 
final o.k. line the car receives its 


floor mats, hub caps, carpet and | 
tools, these being the only items | 


not included in the general as- 
sembly. With the sole exception 


| of a vacuum cleaner used on the 
upholstery and a mechanical buf- | 


fer on the finish, the car is 
treated entirely by hand while on 


this line. It takes a lot of men} 
to do this, but only hand work} 
will insure the necessary degree | 
| of accuracy. The man in charge 


of the o.k. line is perhaps the 


most complete autocrat 


his standards without compro- 
mise. 





Two New Truck Chaat are 


Announced by Studebaker 


SOUTH BEND.—Two new bus 
chassis have been announced by 
Studebaker. Both chassis will be 
put into production at once and 
will be available in the immedi- 
ate future. 


The first of these two chassis 
is known as the Standard series, 
has a 157-inch wheelbase and is 
priced at $715, f.o.b. factory. It 
is powered with a Studebaker en- 
gine of 217 cubic inch displace- 
ment, which develops 75 horse- 
power at 2,800 r.p.m., and a maxi- 
mum torque of 160 foot pounds. 
It has two-stage underslung 
springs and a 30-gallon gasoline 
tank mounted at the side of the 
frame. 


The second chassis, known as 
the “Metropolitan,” has a wheel- 
base of 167 inches and a base list 
price of $1195. The “Metropolitan” 
is of the “cab forward” type, is 
powered with Waukesha engine 
of 263 cubic inch displacement, 
a high torque of 176 foot pounds 
and capable of developing 80 
horsepower at 3,000 r.p.m. 


Both types of chassis 





have 


short turning radius due to the 
moving of the engine forward. 
The front axle of the “Metropoli- 
tan” is unusually wide, further 
decreasing the turning radius. 
This chassis also has a double 
drop frame, two stage under- 
slung springs, gasoline tank 
mounted at the side of the frame 


and 12 volt bus type electrical | 


equipment. 


Bodies will not be furnished by 
Studebaker, but several manu- 


facturers will make them readily 


available. 


Reo Sales Chief is 


Named. Bank Head 
LANSING, Mich.—Clarence A. 
Triphagen, general sales manager 
of the Reo Motor Car Co., was 
recently made president of the 
Alma State Savings Bank of 
Alma, Mich., at the annual meet- 
ing of the board of directors of 
the bank. 








in the| 
factory. He is the final judge of | 
the quality and the manufactur- | 
ing department must conform to} 











ONE OF EIGHT at the Chrysler plant. These new lines were added to give the cars a final check- 
up and O.K. before leaving the plant. They leave the assembly line and come over here for a final in- 
spection under a battery of bright lights. 


Is this a picture of your 
best friend? 


He’l. put Gulf No-Nox Ethyl, 
Aviation Grade Gasoline, in the tank. 
That extra zip of speed, that extra 
purr of power helps make a new 
customer feel that he’s really picked 
a honey of an automobile. 


A good car plus Gulf fore and aft 
—and there’s no reason why every 
new customer shouldn’t be a star 


salesman for you. Get complete in- 
formation on this plan. Fill out the 
coupon and receive a friendly call 
from the Gulf salesman, as well as 
a group of those Gulf Booklets, 
“*15 Ways to Save Gasoline Money,” 
to give out to all your customers. 


MAIL THIS COUPON 
RIGHT NOW! ye 
ADN 216 


GULF REFINING COMPANY 
3800 Gulf Bldg., Pittsburgh, Pa. 


Gentlemen: 

I would like to have a salesman 
calland tell me all about your Good 
Gulf plan—also copies of your free 
booklet, “15 Ways to Save Gaso- 
line Money.” 


HE MAN who has just bought 

a new car from you can become 
either a booster or the world’s 
worst advertisement. 


If he’s happy with the new bus, 
he’ll sing her praises to the skies 
and shoot you in a wad of warm 
prospects. He’s not on your pay- 
roll—but he’s your best friend. 


A dealer with horse-sense will do 
everything in his power to geta car 
off to a good start. For example: 


He’ll nurse that new motor with 
the best of all oils—Gul/pride. It’s 
100% Pure Pennsylvania oil, com- 
pletely shorn of carbon, gum and 
sludge-forming compounds by 
Gulf’s exclusive Alchlor process. 
Gulfpride handles an engine with 
kid gloves. This oil has even lubri- 
cated motors for 50,000 miles without 
Sorming one single trace of carbon. 


GULF REFINING COMPANY 
Pittsburgh, Pa. 
DISTRICT SALES OFFICES: 


Philadelphia 
Houston 
Toledo 


Name 


Street 

New York 

New Orleans 
Louisville 


Boston 
Atlanta 
Pittsburgh 


City 





RT AT a st 


ween 


WASHINGTON. — Retail fin- 
ancing of new passenger auto- 
mobiles for 1935 was 26 per cent 
higher in dollar volume than for 
1934.and about. 87 per cent higher 
than for 1933, according to pre- 
liminary estimates by the De- 
partment of Commerce. 

The dollar. volume in December 
on a daily average basis was up 
167 per cent from December, 1934, 
and 261 per cent from December, 
1933. ‘The major factor in these 
marked changes was the earlier 
introduction of new models this 
year, it is stated. 

The increase from November to 
December, 1935, was about 8 per 
cent as compared with a decrease 
of about 28 per cent the previous 
year and an average decrease of 
about 13 per cent between these 
two months for the past six years. 

Monthly figures are computed 
on a daily average basis with each | 
business day of the week weighted 
according to the relative volume 
of business as determined by ex- 
perience in the trade. Compari- 
son of 1935 with previous years, 
December, 1935, with the same 
month of previous years and the 
percentage changes from Novem- 
ber to December in past years are 
shown below: 


Comparison of 1935 with 
previous years 

cent higher 
cent higher 
cent higher 
cent higher 
cent lower 
cent lower 


25.6 1934 
1933 
1932 
1931 


1930 


than 
than 
than 
than 
than 
than 1929 


Comparisons of December, 1935, 
With the same month of 
previous years 

166.6 per cent higher than Dec. 
260.6 per cent higher than Dec. 
391.8 per cent higher than Dec. 
153.5 per cent higher than Dec. 
98.2 per cent higher than Dec. 
42.7 per cent higher than Dec. 


per 
per 
per 
per 
per 
per 


1934 
1933 
1932 
1931 
1930 
1929 


November-December changes 
Percentage change from Nov. 
December, 
December, 
December, 
December, 
December, 
December, 
December, 18.6 | 
These estimates are based upon | 
figures reported to the Bureau of | 
the Census by a sample group of 
large finance companies that have | 
been in continuous operation since 
1929. The dollar volume of these 
organizations represents over 
three-fourths of the business 
written by all finance companies 
reporting to the Bureau of the 
Census, it is stated. 





[In This Corner | 


(Continued from Page 6) | 


sales they will make by such 
methods, as they are certain to com- 
plete in much shorter time, the =| 
moralization of their dealer bodie 
already in process due to high pres- 
sure methods of various sorts. 

Why not advocate ‘sound mer- 
chandising? That is about the only 
thing that has never been tried in | 
this particular part of the industry, | 
nor advocated. Sound methods ap- 
parently are intended only for the 
factories in this particular industry. 
—J. E. S. Pennsylvania. 


| 


Terraplanes Favored on 


Rural Routes Says Tracy 
DETROIT.—Automobiles used 
on rural free delivery postal 
routes travel approximately 406,- 
588,800 miles a year, according 
to W. R. Tracy, Hudson vice- 
president, commenting on the in- 
ereasing demand for Terraplanes 
in this line of service. New 1936 
Terraplanes are now being used 

on rural routes in 21 states. 
“Cars on rural mail routes,” 

said Tracy, “meet exacting con- 

ditions. They must cover their 
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35 Financing 26 Per ‘Cent Greater Than’34: Volume 


M ajor Factor in Increase 


Was New Fall Show Date 





| eaten every day in the week re- | 
They must | 
pull out to the side of the road at | 


gardless of weather. 


mail boxes where sometimes the 
mud or snow is hub deep. They 
must travel side roads that many 
times keep even the farmer’s cars 
weather bound. 

“Yet the average rural free 
delivery carrier covers approxi- 
mately 12,000 miles a year on his 
route and, of course, drives the 
car for his own private use when 
off duty. With all this, his car 
must be in the best of condition 
at all times. There can be no 
failures, 
through.” 


High Wheels Are 
Offered by Dodge 
On Com’! Car 


DETROIT.—Realizing that the 
need for the larger automobile 
wheels of a few years ago still 
exists in vast areas of this coun- 
try, special wheels 20 inches high 
that are necessary in mountain 
and rural districts where muddy 
and rutted roads require greater 
axle clearance, are offered as op- 
tional equipment on the new 1936 
Dodge half-ton commercial cars. 
This announcement has just been 
made by Joseph D. Burke, direc- 
tor of truck sales. 

The commercial car on which 
these high wheels may be used 
has a special gear ratio of 48 
to 1 to offset the larger circumfer- 
ence of the tires that are 5.25x20 
inches. 

With these high wheels and 
special gear ratio the Dodge half- 
ton commercial cars easily nego- 
tiate the unimproved roads in 
outlying districts where the clear- 
ance of the ordinary car may not 
be great enough to surmount the 
obstacles encountered under such 
severe conditions. The special gear 


| ratio delivers to the axle an ample 
| amount of power for efficient per- 
| formance at all times. This equip- 


ment is practical for use also on 
paved * highways. 

Axle clearance when these high 
| 20-inch wheels are used is 9% 
inches, actually 17/16 inches more 
than that of standard wheels. 


Inspection Sought 


SEATTLE. — An ordinance has 
been introduced in the city council 
with chances almost certain of 
adoption, which would give Seattle 
periodic or compulsory inspection of 
motor vehicles. The Memphis plan 
would be followed. 


STATES 


35 | 
34] 
35 | 
"341 
735 | 
; 34) 
"351 
__@ ‘84 | 
°35 | 
341 
"35 | 
341 


Total, 40 States 
for December 


Maine 


Mississippi 


Nevada 


Ohio — 


Tennessee 


*35 | 
34] 


‘Texas 

Wyoming 

a _ 7B4l 
Total, 47 States 

for December 


Total to Date 


‘34 | 
35 
34 


for the mail must go| 


| new type “formal sedan.” 
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at 


35] 





ADDING TO ITS GROUP of models in the upper medium price field, Buick has introduced this 


Safety plate glass partitions between the driver and rear compartments 


may be raised or lowered, converting the car into a limousine or sedan. The new model brings to 


Regulations 


For Parts Shows, Clinics 


NEW YORK.— The successful 
staging of a few shows and 
clinics in key cities by experi- 
enced management has created 
an increasing trend toward the 
staging of shows by professional 
promoters or small groups, chief- 
ly for profit, according to a bul- 
letin of the Motor and Equipment 
Wholesalers Manufacturers Assn. 

It has become the custom of 
promotion to call upon manufac- 
turers to participate in, and 
thereby finance, such undertak- 
ings at an increasing and un- 
profitable expense to suppliers, 
the report continues. 

The market has faced similar 
situations in the past that have 
created many requests that the 
national trade organizations co- 
operate jointly in an endeavor, 
backed by the manufacturers, to 
put a check on unjustified shows 
and clinics. 


With the current trend indicat- 
ing a growth of former condi- 
tions, a set of standard rules and 
regulations for the operation of 
co-operative shows and clinics 
has been recommended by the 
MEMA and National Standard 
Parts Assn. 

The purpose of these standards 
l To establish a guide for well 
organized and properly fi- 
nanced clinics to be held in key 
markets for the promotion of in- 
creased sales through the oppor- 
tunity of display. 
9 To encourage the replacement 
of a number of individually 
sponsored jobber clinics, which | 


would reduce the cost and in- 
crease the results for both man- 
ufacturers and jobbers. 


To insure that such co-oper- 

ative clinics are properly pro- 
moted and managed. 

To eliminate professionally 

promoted shows which ex- 
ploit the manufacturers and job- 
bers for personal profits. 


$25 Sales Plan 
Adopted For 
LaFayette Sedan 


KENOSHA, Wis.— The Nash 
Motors Co. has announced that it 
will make available at once a 
time purchase plan of a straight 
$25 a month payment for a 
LaFayette sedan, with usual low 
down payment. 


The Nash $25 a month plan 


embraces insurance coverage, fi- 
nance charges at % per cent per 
month, federal tax, safety glass 
and standard accessories, includ- 
ing spare tires and bumpers. 


The plan will be effective at 
once. 
of $25 a month has been fixed in 
regard to the LaFayette sedan 
type car, a similar principle with 
somewhat altered amount is to 


apply to the larger Nash “400” | 


series, and Nash Ambassador 
series, it was said. 


While the specific amount | 


| four the number of models offered in the Buick series 90 Limited group. 


MEWA Draws 


Buick Limited 
Line Adds New 
Formal Sedan 


FLINT.—A new formal sedan 
has been added to the Buick 
series 90 Limited line. 

The new model combines the 
limousine and the standard six 
passenger sedan. A safety glass 
partition separates the driving 
and rear compartments. The par- 
tition can be raised or lowered 
by means of a handle installed in 
the back of the front seat. When 
not chauffeur driven, the car can 
be converted into a less formal 
sedan. 

The new model provides two 
inches more leg room than the 
limousine, with three inches more 
space between the front seat and 
the wheel. 

The glass partition rises flush 
with the headlining. Upholstery 
is the same front and rear. 

The car is built on a 138 inch 
wheelbase. The price is $1,795, 
list at the factory. Safety glass 
in windshield and all windows is 
standard equipment and the car 
is delivered with six wheel 
equipment, spare wheels carried 
in front fenderwells. 


‘Data Book 


NEW YORK.—tThe 1936 edition 
of the Automotive Data Book, pub- 
lished by the Brake Lining Manu- 
facturers Assn., Inc., will be issued 
in March this year, according to an 
announcement by G. M. Williams, 
president of the Russell Mfg. Co., 
and president of the Brake Lining 
Manufacturers Assn., Inc. 

It was also announced that C. 
A. Ekwall of Watertown, Mass. has 
been elected secretary and acting 
general manager of the association. 








NEW PASSENGER CAR 


Pigures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold. 
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Truck Operators Meet to Discuss Carrier Act 


Mountsier Brings News 


Of Automobile Industry 


By BOB MOUNTSIER 


NEW YORK.—With safety campaigns under way and 
‘with the new and used-car business crawling along on all 
fours, thanks to ice, snow and zero weather, trucks got 


into the limelight this week. 


The Automobile Merchants Assn. of New York and the 


Brooklyn and Long Island 


Dealers Assns. held a joint 


meeting at the request of private operators to consider the 


effect of the Motor Carrier Act on private trucks. 
gathering was addressed by Gen- @——— 


eral Managers Harry Bragg and 
Ralph Ebberts and by Dawes E. 
Brisbane, research counsel for the 
National Highway Users Con- 
ference. 


Said Brisbane: “The control 
vested with the Interstate Com- 
merce Commission over shipper- 
owned trucks under the Federal 
Motor Carrier Act resembles gov- 
ernment power over private en- 
terprise under NRA. Even though 
the private operator does not 
cross the state line he may still 
come under federal regulation if 
his operations are part of an in- 
terstate service. Once the com- 
mission extends control over priv- 
ate truck operators, the owners of 
these vehicles may become sub- 
ject to numerous provisions of 
the Motor Carrier Act, which may 
deprive them of privacy in their 
business affairs.” 


New York Marches On 


The Automobile Manufacturers’ 
Assn. will soon be reporting de- 
tailed developments of its safety 
program as being carried out by 
participating organizations, some 
of them now ready for action. 

* * * 


Curry Chevrolet, Inc., of this 
city, claims to be the first Chev- 
rolet dealer to accept “the usual 
low down payment” and monthly 
payments of $25 on new cars. 


* * * 


Charles F. Kettering, head of 
General Motors’ research, was the 
principal speaker Tuesday night 
at the dinner which ended the 
annual mid-winter meeting of the 
New York State Bankers’ Assn. 


* * * 


“The American Institute of 
Public Opinion” reports that a 
poll it made of the whole country 
shows the majority of people is in 
favor of strict drivers’ tests, gov- 
ernors to keep speed within 50 
m.p.h., more severe penalties for 
violation of traffic laws, special 
marking on cars whose drivers 
have been at fault in accidents, 
compulsory automobile liability 
insurance in every state and uni- 


The 





form traffic laws and regulations 
for all states. 
* * a 


Esso Marketers report that 
their touring service last year 
handled 155,780 touring inquiries, 
compared to 119,957 in 1934. Over 
60,000 of the 1935 requests were 
for routes to specific points. 


Britons Laud Buicks 


Britain’s Motor and Autocar 
have both been trying out the 
new eight-cylinder Buicks on 
their standardized road tests, and 
liking these GM products. Motor 
of London reported that a 
“Viceroy saloon” attained a maxi- 
mum speed of 83.3 m.p.h. under 
unfavorable weather conditions, 
that the “outstandingly good” 
suspension deserved “full marks” 
in helping the car hold to the 
road “in the course of a run dur- 
ing which rain and sleet rendered 
the roads unusually treacherous,” 
that the petrol consumption on 
main roads with the car “driven 
fairly hard” averaged 17.2 miles 
to the gallon (presumably the 
Imperial gallon), that the care 
for detail displayed in its design 
and construction is typical of the 
engineering methods employed by 
its famous makers, “and summed 
up, this new Buick is an admir- 
able motor car for fast and com- 
fortable travel.” 


Sawdust to Dust 


Motor - measured depression.... 
The French financial crisis last 
year caused an increase in the 
number of motor cars pawned 
with the Municipal Pawnshop of 
Paris to 1,793 from 894 in 1934. 
Over 5,000,000 francs was lent on 
motor cars last year, and the 
municipal garage for pawned cars 
is proving inadequate. 


* * * 


Diesel records. . . The Eng- 
lish racing driver, G. E. T, Ey- 
ston, established eight records, 
between 50 kilometers and 200 
miles, at Montlhery, France, re- 
cently in a streamlined sedan 
fitted with an A. E. C. diesel en- 





THE NEW AIRFLOW Imperial is built on a chassis of 128 inches and develops 130 horsepower. 
The automatic overdrive is standard equipment. T he Imperial coupe seats five persons in comfort, and 
its base price is $1,475 at the factory. 


AAA Sanctions Chevrolet 
Coast-to-Coast Truck Run 


gine. His fastest time was 103.218 
m.p.h. for 200 kilometers. 
* ca * 


His goal is 350 m.p.h. ‘ 
Freddie Dixon, British racer, is 
planning a light, stable, non- 
Bluebird car capable of 350 m.p.h. 
with a seven-liter engine of 1,000 
brake horsepower. He figured 
out the car serving a sentence 
in prison for a motoring offense. 

* oe * 

Fill ’er up. . . . Sawdust filling 
stations are soon to be a part of 
the German landscape. They will 
provide non-liquid fuel for motor 
vehicles equipped with gas-pro- 
ducing plants. 


Chicago SAE Will Study 
New Diesel Power Plants 
CHICAGO.—Diesel engines will 

hold the spotlight at the meet- 

ing of the SAE, Chicago section, 

Tuesday evening at the Hamilton 

Club, The speaker for the occa- 

sion will be Julius Kuttner of 

Fairbanks, Morse & Co., whose 

subject is “Aids to Commercial 

Efficiency in Diesel Engine Re- 

search.” Kuttner will discuss the 

phase of profitable merchandis- 
ing of this type of power plant. 


G. L. Smith Advanced 


By Republic Rubber 
YOUNGSTOWN, O.—G. L. Smith 
has been appointed assistant sales 
manager of the Republic Rubber 
Co. 

He has been with Republic 13 
years, as salesman in eastern and 
northern New York, which terri- 
tory was gradually enlarged to 
include all of New England and 
the New York metropolitan area. 


TIONS 47 STATES FOR DEC., 1935-1934 


Complete cumulative figures will appear each week until all 48 states or completed United States totals for the months have been printed. 
Tabulations in this table are complete for December with the exception of Iowa and Oregon. 
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NEW YORK.—In the first trans- 
continental truck run ever held 
under the sanction of the contest 
board of the American Automobile 
Assn., a Chevrolet 1%-ton truck 
hauling a semi-trailer with a five- 
ton pay load, and driven by Harry 
Hartz, famed for his speedway 
records, demonstrated the econ- 
omy of safe driving. 


Covering a route of 3,511 miles 
between Los Angeles and New 
York City, the Chevrolet delivered 
a 10,000-pound cement block at a 
cost of less than one-third of a 
cent per ton mile. The distance 
was covered on 308.6 gallons of 
gasoline, and with the addition of 
only two quarts of oil to the 
crankcase, or a total cost of $58.26. 
The gasoline mileage was 11.378 
per gallon. 


The truck left Los Angeles Dec. 
19, and arrived in New York City 
Jan. 3. Actual running time was 
129 hours 24 minutes, an average 
speed for the entire trip of 27.14 
miles per hour. 


The test was conducted under 
AAA Sanction No. 3300, and the 
official certificate issued by the 
AAA contest board certifies that 
the Chevrolet truck was standard 
in every respect. The foregoing 
figures are from the report of the 
contest board, establishing them 
as official records for the run. 
Stanley Reed, official of the AAA 
contest board, accompanied Hartz 
on the drive, and in his report 
supplied the contest board with 
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the records on which the figures 
for distance and economy are 
based. 

The route from Los Angeles to 
New York traversed California, 
Arizona, Texas, Arkansas, Illinois, 
Indiana and Ohio to Ashtabula, 
thence led across northern New 
York by way of Syracuse and Al- 
bany to New York City. It thus 
encountered a wide variety of 
road surface and traffic condi- 
tions, a great variation in altitude, 
and extremes of weather. 


New Convertible 
Sedan is Added 
To DeSoto Line 


DETROIT. A new “all- 
weather” convertible sedan was 
announced this week by the De 
Soto division of the Chrysler 
Corp., as an addition to the Air- 
stream line for 1936, 

First shipments have already 
been started to dealers. The new 
model was introduced several 
months earlier than originally 
planned to meet requests of 
dealers for an all-weather con- 
vertible sedan model. 

Felt and rubber draft elimina- 
tors and use of zippers instead 
of buttons on the rear curtains 
help to make the new model com- 
fortable. 

The rubber draft eliminators 
are used at the base of all foot 
pedals and hand levers, and the 
full-fitting carpet has a special 
felt base for added protection. 
All doors are weatherstripped to 
eliminate drafts and noise and 
to provide an effective, water- 
tight top unit when the windows 
are closed. 

A special double-frame con- 
struction gives the car greater 
rigidity. 

The custom convertible sedan 
has a built-in trunk, snakeskin 
finish dash panel and V-type 
fixed windshield. When folded, 
the top fits into a recess at the 
back of the body. The engine is 
the regular Airstream 93-horse- 
power type. 

The car is priced at $1,095 at 
the factory and is available in 
black, autumn gold, burgundy 
wine, sky tint blue and stone 
beige. Interior trim is leather, 
with a choice of red, blue and 
neutral taupe. 


Start Highway Plan 
MADISON, Wis.—More than $16,- 
000,000 worth of highway construc- 
tion work will be performed in 1936 
under the present programs set up 
by the state highway commission, 
Thomas F. Davlin, chairman of the 
commission, declared in speaking be- 
fore the 25th annual road school at 

the Loraine hotel here Jan. 28. 
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Motor Shares Move 


Wall St. Ex Expects 
Upturn Because 


Of Bonus Sales 


By OC. J. ALEXANDER 


NEW YORK.—Trading in auto- 
motive stocks this week was fea- 
tured by some price irregularity 
but the tendency during most of 
the trading sessions was toward 
higher levels. The motors were 
outstanding in the Wednesday and 
Thursday rallies and little ground 
was lost during the reaction in 
the market as a whole. There 
was a tendency in Wall Street to 
anticipate the upturn in produc- 
tion and sales expected a few 
weeks hence and the influence of 
the distribution of the bonus 
bonds. 


It was estimated that as much 
as 15 per cent of the $2,000,000,000 
to be paid veterans would go for 
automobiles, although some cal- 
culations put the figure lower. The 
average estimate was 10 per cent, 
which would mean _ $200,000,000. 
The turnover in automotive stocks 
increased, with individual issues 
returning to the group of most 
active shares. 


Gains Charted 
Automotive Daily News stock 
price averages for Wednesday, 
Jan. 29, compared as follows with 
the week preceding and with a 
year ago: 





Last This Year 
Week Week Change Ago 
24 motors ......... 39.61 41.20 1.59 21.90 
10 car-truck co.’s . 31.42 43.04 1.62 22.48 
10 parts-accessories 38.02 39.23 -+-1.21 21.27 
4 tire-rubbers .... 21.17 22.92 +-1.75 15.90 


All groups made new highs for 
1935-36. Beginning with Febru- 
ary, new highs will be noted on 
the basis for 1936 only. With 
all groups now having made thus 
far in 1936 new high marks for 
both this year and last, at any 
time in the future new highs for 
this year also will represent new 
high marks for both 1936 and 
1935. 


Among the individual stocks 
that made new highs during the 
week ended Wednesday were 
American Chain, Bendix, Conti- 
nental Motor, Firestone, Good- 
rich, common and preferred; Mo- 
tor Wheel, Thompson Products, 
Timken-Detroit Axle, United-Carr 
Fastener and Yellow Truck & 
Coach, common and preferred. 
General Motors touched its old 
high and Chrysler came within 
striking distance. Borg-Warner 
registered one of the outstanding 
gains for the week, jumping from 
66% to 70, but it did not quite 








reach its 1935-36 high. 


The tire and rubber stocks again 
were features, with Firestone 
standing out with a gain in price 
from 25% to 28 for the week 
ended Wednesday. 


Dividend Declared 


A special dividend of $1 was 
declared during the week by Ains- 
worth Mfg. Co., payable Mar. 2 to 
stock of record Feb. 20. This 
company paid a similar dividend 
on Dec. 28. Campbell, Wyant & 
Cannon Foundry Co. declared the 
regular quarterly dividend of 25 
cents a share on the common 
stock, payable Feb. 29 to stock- 
holders of record Feb. 8. 


The General Motors report for 
1935 came as a pleasant surprise, 
the net income exceeding by a 
good margin the most optimistic 
estimates. The fourth quarter 
was the best in the company’s his- 
tory and the year was the best 
since 1929 from the standpoint of 
earnings. The Chrysler report 
also is due to make a good show- 
ing. 


American International Corp., 
investment trust, reported as of 
Dec. 31, 1935, the holding of 8,000 
shares of Chrysler, 5,500 shares 
of General Motors, 17,500 shares 
of Libbey-Owens-Ford, and 5,000 
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to Higher Levels in Rallies 





shares of Murray Corp. Libbey- 
Owens-Ford holdings were in- 
creased 7,500 shares during the 
year and the trust held no Murray 
stock at the end of 1934. Holdings 
of Chrysler and General Motors 
were reduced. 


National Investors Corp. held 
1,000 shares of Chrysler and 1,000 
shares of General Motors at the 
end of 1935. Second National In- 
vestors held 5,000 shares of Chrys- 
ler and 6,500 shares of General 
Motors. Third National Investors 
reported 3,600 shares of Chrysler 
and 7,500 shares of General Mo- 
tors. Fourth National Investors 
held 18,300 shares of Chrysler and 
33,200 shares of General Motors. 


Interest Funds Offered 


It was reported that Briggs 
Mfg. Co. had offered voluntarily 
to provide an amount sufficient 
to pay full debenture interest and 
7 per cent dividend on the ordi- 
nary stock of its subsidiary, 
Briggs Bodies, Ltd. until the 
profits of the trading year reached 
the figures foreshadowed in the 
prospectus for the English com- 
pany’s recent financing. 


Allen Industries, Inc., leading 
manufacturer of cotton, felt and 
jute fiber products for use in au- 
tomobile upholstering and body 
construction, has been successful 
in selling a large block of com- 
mon stock. The proceeds are to 
be used to retire its funded debt 
in full and retire its outstanding 
preferred stock, with the balance 
going into the general corporate 
funds of the company. 


Metalcraft Profit 


GRAND RAPIDS, Mich. — The 
Grand Rapids Metalcraft Corp. re- 
ports for the fiscal year ended Nov. 
30, 1935, a net profit of $72,489 as 
compared with $33,155 for the pre- 
ceeding year. Net for 1935 was 
equal to 29 cents a share earned on 
the common stock, against 13 cents 
a share in 1934. 


The directors have declared a 
dividend of 6 cents a share payable 
Feb. 29 to stockholders of record 
Feb. 10. The last payment, of 5 
conte a share, was made July 31, 








Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





New York, Jan. 31 (3:30 P.M.).—Chrysler was the featured 
of a strong market in automotive stocks today, crossing 93 
for a three point gain. General Motors also was strong in 
active trading. The rally in the automotives was impres- 
sive, returning them to the prominence of several weeks 

Gains were the rule all along the list. 


ago, 











Bohn Earnings 
Seen at $4.50 
A Share in 735 


DETROIT.—Estimated earnings 
of the Bohn Aluminum and Brass 
Corp. and its subsidiaries for 1935 
were between $4.50 and $4.55 per 
share. This compares with $4.31 
per share for the preceding year. 





As a result, of the increased 
earnings of the company, which 
maintained its dividend rate at 
75 cents per share per quarter, 
the financial position has im- 
proved. Current assets at the end 
of 1935 were approximately $6,- 
500,000 as compared with $5,464,- 
425 at the end of 1934. Liabilities 
have been decreased by the re- 
tirement of the balance of the 
outstanding bonds of the company 
to the extent of $500,000. The 
company now has no funded 
indebtedness outstanding. The 
bonds retired were in the form 
of 6 per cent convertible deben- 
tures which were due July 2, 1938. 


Charles B. Bohn, president, in 
his report to stockholders will 
feature the increased diversifica- 
tion of the company’s business, A 
larger number of industries have 
been served than ever before in 
the history of the company. This 
wider field was largely responsible 
for the high earnings during the 
fourth quarter of the past year 





which approximated $1.40 per 
share as compared with 73 cents 
per share for the last quarter of 
1934. Although the bulk of the 
company’s business still lies in 
the automotive field, other indus- 
tries including the railroad, arch- 
itectural, farm machinery, diesel 
and special manufacturing ma- 
chinery are responsible for a 
rapidly increasing volume. 





Parker Rust Proof Show 


Increase in Earnings 


DETROIT.—Parker Rust Proof 
Co. and Metal Finishing Research 
Corp. which were merged during 
the year in report for year ended 
Dec. 31, 1935, certified by inde- 
pendent auditors, show net profit 
of $952,819 after depreciation, 
federal taxes, etc, equal after 
allowing for dividends on 7 per 
cent preferred stock to $6.64 a 
share on 143,166 shares of com- 
mon stock. 


This compares with net profit 
(excluding Metal Finishing Re- 
search Corp.) of $691,067, equal 
to $5.78 a share on 118,049 com- 
mon shares in 1934. 

Current assets as of Dec. 31, 
1935, including $1,276,809 cash and 
U. SS. Government _ securities, 
amounted to $1,500,823 and cur- 
rent liabilities were $398,418. This 
compares with cash and U. S. 
Government securities of $1,036,- 
668, current assets of $1,205,671 
and current liabilities of $282,036 
at end of preceding year. 
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General Motors 
Net $3.69 a Share 


On the Common 


NEW YORK.—Subject to pos- 
sible further adjustments upon 
final closing of the books, Gen* 
eral Motors preliminary net earn- 
ings applicable to the common 
stock for the year ended Dec, 31, 
1935 were equivalent to $3.69 per 
share on the average common 
shares outstanding during the 
year. This compares with earn- 
ings of $1.99 per share for the 
year 1934. 

Preliminary net earnings avail- 
able for dividends, including 
equities in the undivided profits 
or losses of subsidiary and affil- 
iated companies not consolidated, 
for the year ended Dec. 31, 1935 
amounted to $167,226,000. This 
compares with net earnings of 
$94,769,131 for the year 1934. 
After deducting dividends of $9,- 
178,000 on the preferred stock, 
there remains $158,048,000, being 
the amount earned on the com- 
mon shares outstanding, which 
compares with earnings on the 
common stock of $85,590,911 for 
the year 1934. These earnings 
for the year 1935 are after pro- 
viding for depreciation of real 
estate, plant and equipment, 
amounting to approximately $35,- 
000,000, which compares with a 
provision of $32,616,832 in the year 
1934. 

The preliminary figure for cash, 
United States Government and 
other marketable securities at 
Dec. 31, 1935 amounted to $200,- 
100,000, compared with $186,966,609 
at Dec. 31, 1934. Preliminary net 
working capital at Dec. 31, 1935 
amounted to $322,400,000, com- 
pared with $273,174,677 at Dec. 
31, 1934. 

During 1935, total sales to 
dealers, including Canadian sales, 
overseas shipments and production 
from foreign sources amounted 
to 1,715,688 cars and trucks, com- 
pared with 1,240,447 cars and 
trucks in 1934—a gain of 475,241 
units, or 38.3 per cent. General 
Motors dealers in the United 
States delivered to consumers l1,- 
278,996 cars and trucks during 
1935, compared with 927,493 cars 
and trucks in 1934—a gain of 
351,503 units, or 37.9 per cent. Sales 
by General Motors operating divi- 
sions to dealers within the United 
States during 1935 amounted to 
1,370,934 cars and trucks, com- 
pared with 959,494 cars and 
trucks in 1934—a gain of 411,440 
units, or 42.9 per cent, 


Profit Expected 


LANSING, Mich. — Increase in 
operation during the final quarter of 
1935 in all of its divisions are ex- 
pected to enable the Motor Wheel 
Corp. to show earnings of about 
equal to those for the first nine 
months of 1935 when net profit 
amounted to $545,582, equal to 64 
cents a share on the company’s 
850,000 shares of capital stock. 





Sealed Power Declares 


MUSKEGON, Mich. — _ Sealed 
Power Corp., manufacturers of 
piston rings and valves, has in- 


creased its capital stock from 1,500,- 
000 to $2,500,000 by declaring a $1,- 
000,000 stock dividend out of the 
surplus accumulated over a period 
of years. The stock, all closely 
held, represents distribution of 100,- 
000 shares of $10 par value, making 
the new total of 250,000 shares of 
$10 par value outstanding. 


Canada Benefits 


MONTREAL.—Goodyear Tire and 
Rubber Co. of Canada, Ltd., will 
benefit substantially by re-arrange- 
ment of tariffs between Canada and 
Brazil under the recently completed 
trade treaty. Reduction of Brazil’s 
duty on rubbers and tires by 25 per 
cent may mean an addition of $500,- 
000 to the Goodyear export business, 
it is understood. 


Canadian rubber companies as a 
group are also expected to obtain 
increase in business with Brazil as 
a result of the treaty. 
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The News of Automotive Advertising 
By GERRY SCHURMAN 


Change of Habit 


That the automobile buying habits of a nation can be 
changed and that the liberal and aggressive use of news- 
paper advertising is one effective way of changing them, 
is the opinion of W. E. Holler, Chevrolet’s vice-president 


and general sales manager. 


Holler’s comment was occasioned by the recent used car 
selling achievements of his dealers, but it applies equally 
well, he believes, to new car activities. 


A large share of Chevrolet’s ad- 
vertising expenditure has been 
focused on the used car end of the 
business. Emphasis was laid on 
the Guaranteed O.K. Tag. 

Other Chevrolet advertising was 
aimed at convincing the public 
that the fall was the time to buy 
anew car. Apparently, says Hol- 
ler, the plan worked. He points 
to new highs in sales to prove it. 


Batter Up 

“Take Me Out to the Ball Game,” 
the official motion picture of the 
American League, will soon be 
available to schools, colleges, 
clubs and other institutions by 
Fisher Body. 


Produced and distributed by 
Fisher, the picture presents the 
fundamentals of pitching, catch- 
ing, fielding, base running and 
umpiring. 

Prints are being prepared in 
both 16 mm. and 35 mm. sizes. A 
three-reel and a six-reel version 
are obtainable. 

The picture was written and 
directed by Umpire George Mori- 
arty and recorded by Ted Husing 


Big Spenders 

A report from the Columbia 
Broadcasting System lists $4,338,- 
928 spent by the automotive in- 
dustry for radio last year. Of 
this, CBS claims $2,492,374. 

Motor companies using CBS in 
1935 included Chevrolet, Dodge, 
Fisher Body, Ford, Hudson, Lin- 
coln, Nash, Packard and Stude- 
baker. 


Farm to Home 


Legler Paxton, for 10 years rep- 
resentative of the Capper Farm 
Press, has been promoted to the 
representation of Household Mag- 
azine, beginning Feb. 1. 

Edward Kimball, for a number 


Edw. Kimball Legler Paxton 


of years associated with the Cap- 
per Publications, Topeka, Kas., 
and for the past two years with 
the Cleveland office, will come to 
Detroit, Feb. 1, to succeed Paxton 
as representative of the Capper 
Farm Press. 


Changes 


Roche, Williams & Cunnyng- 
ham, Chicago, has been appointed 
agency for the Bendix Marine 
Products Corp. ... P. C. Beatty 
will join Maxon, Inc., as space 
buyer about Feb. 1. He was 
formerly with Lee Anderson Ad- 
vertising Co. ... Fred Barrett, 
formerly with C. C. Winningham, 
Inc., has joined Anderson as 
space buyer... John W. Darr has 
been elected a vice-president in 
charge of public relations and 
advertising of all divisions of 
Commercial Investment Trust, 
Inc. ... The Fruehauf Trailer 
Co., Friday announced the ap- 
pointment of N. W. Ayer as ad- 
vertising counsel. The company 
is planning an expansion of its 
advertising program. 





Sparks 


(Continued from Page 1) 


sale means 20 per cent profit. 
Knocking that belief out of the 
heads of salesmen is one of the 
first forward steps a dealer can 


make. 
+ x * 


FIELDS ALSO IS STRONG 
for the corporation’s policy of 
zoning dealerships. This plan was 
put into operation several years 
ago, but applied only to the larger 
cities. In September last year the 
policy was broadened to include 
smaller cities and even towns, 
because the corporation does not 
believe in crowding territories 
with competing dealers. Fields 
supports this in a big way, de- 
claring that territories should be 
so regulated as to insure each 
dealer a sufficient volume to jus- 
tify his being in the business of 
selling automobiles at retail. 

That Fields knows the ABC’s 
of retail management, and this 
is not alphabet soup, either, I’m 
told that six of the Chrysler 
main stores in as many big cities 
are operated under the direction 
of the old master in the corner 
office, just as if he was the deal- 
er himself. And these six es- 
tablishments—in reality branches 
—are money-makers—big ones, 
too—as run by Fields. Valuable 
information, gained from these 
operations, is passed on by Fields 
to his dealers. 

7 * * 

FIELDS ALSO placed his finger 
on a sore spot a year ago when 
he put into operation factory 
retail conditioning of Chryslers 
before they were shipped to the 
public. He figured some dealers are 
careless about checking up on new 
cars before they are delivered to 
the dealers, so he put his okeh 
on the idea of David Wallace, 
vice-president in charge of manu- 
facturing, that the factory set 
up an inspection plan so as to 
insure delivery of Chryslers in 
perfect condition. 

I saw the plan in operation. As 
a car comes out of production it 
is placed on what might be 
termed an assembly line. It trav- 
els 376 feet in about 48 minutes 
and some 350 check-up opera- 
tions are performed by 40 men 
before it ends its journey— 
everything in condition as it 
should be and with the factory 
okeh as to the inspection. 

So far as I know this is de- 
cidedly original with Chrysler. 
I’d tell you more about it if it 


SOME TEST for the top of anybody’s automobile! 


The solid steel 


top of the 1936 Studebaker Dictator suffered not a scratch when three 
elephants planted their front feet on the roof of the car. 


were not for the fact that in an- 
other part of today’s ADN you 
will find a story of the operation 
giving the facts in detail. 


* * * 


AS GOOD AS NEW, Bill Holler 
comes back to his desk Monday, 
full of wim and wigor, to resume 
his job of general sales manager 
of Chevrolet, interrupted by an 
appendicitis operation which 
stopped him in his stride some six 
weeks ago. Following the hos- 
pital tune-up, Holler went to 
Bermuda for the road test. Every- 
thing is jake now and he returns 
to take over and to thank his two 
aides, Bert Hatch and Felix 
Doran, for carrying on so well 
while the chief was in the repair 
shop. 

*- * # 

ANOTHER OF THE links that 
connect the bicycle and automo- 
bile industries snapped the other 
day when Earl Kiser died in 
Miami. The present motoring 
generation doesn’t remember 
Kiser but we of the guard do. 
We knew him as one of the most 
brilliant bicycle racers of this 
lost sport, a man who ranked 
with Eddie Bald, Walter Sanger, 
Major Taylor, John S. Johnson, 
Otto Ziegler, the Butlers, Dute 
Cabanne, Fred Titus, Julian Bliss, 
Tom Cooper and other speed mer- 
chants of that caliber. He came 
later than Zimmerman, Windle, 
Tyler and Wheeler. 


* * * 


SO WHEN THE automobile 
came along Kiser gravitated into 
that field along with Bald, John- 
son and Cooper. Bald—that was 
before he became a Hudson dis- 
tributor at Pittsburgh—tried dirt 
track racing as did Kiser. Earl 
used to drive a Winton Bullet in 
those days as did Barney Oldfield. 
Cooper and Henry Ford built the 
famous 999 which made Oldfield’s 
reputation as an automobile race 
driver. Another cyclist of the 
Kiser era who broke into the au- 
tomobile business and who still 
rates tops as a sales manager for 
Noyes-Buick of Boston is Charley 
Henshaw of the famous tandem 
team of Hedstrom and Henshaw. 


HEAVY DUTY EXHIBIT—Above is the bendix products exhibit 


at the recent 1936 show of the American Road Builders Assn. 


The 


exhibit displayed all of the Bendix products for heavy duty equipment 
and all other types of commercial vehicles. 





Hedstrom is the chap who engi- 
neered the Indian motorcycle en- 
gine at the start. 

* * * 

AS AN AUTOMOBILE racer 
Kiser competed with Carl Fisher, 
Louis Chevrolet, Webb Jay and 
the pioneers of that day. But an 
accident in a race cost him his leg 
and he quit the track to become 
branch manager for Winton in 
Pittsburgh, as I remember it. In 
later years he tied up with Carl 
Fisher at Miami and I sorta lost 
track of him until I read of his 
death. 

Johnny Johnson, who also was 
champion skater of his time as 
well as holder of all the short 
distance cycling records, followed 
Kiser into the automobile busi- 
ness and at one time was branch 
manager for Winton in Minne- 
apolis, his home town. Johnny 
later was a cop in a bank there, 
but he, too, died about a year ago. 

+ « * 

PARDON THE OLD gentleman 
his memories. He remembers 
others like Kiser. Bill Taxis of 
Philadelphia, for instance, one of 
the cycling elect, who for years 
represented Willys- Overland in 
Texas. And then there is Joe Mc- 
Duffee of Prest-O-Lite. You'd 
never think that he and his 
brother Eddie were tandem cham- 
pions in the solid-tired days and. 
later on won the Vanderbilt Cup 
when W. K. put up a bit of plate 
nae track race at Newport, 

Jim Levy of Chicago Buick 
fame is another gift from bicycle 
racing. Al Reeves, general man- 
ager of the Automobile Manufac- 
turers’ Assn., was once New York 
correspondent for Bearings, the 
Chicago bicycle paper, owned by 
the late N. H. Van Sicklen, who 
later on was president of Apper- 
son and who also was manufac- 
turer of the Van Sicklen speedo- 
meter. The late John N. Willys 
got his start as a bicycle salesman 
in Elmira, N. Y. H. H. Rice, one 
time president of Cadillac, was 
treasurer of the company that 
built the Waverley bicycle, which 
became the Waverley electric au- 
tomobile. The late William E. 
Metzger of Detroit, first sales 
manager of Cadillac, was a bicycle 
dealer and up to his death a 
couple of years ago, ran a bicycle 
store on Woodward Ave. — more 
for sentiment than anything else. 

a x * 

TIPPED OFF by telegraph by 
J. O. Lashar, advertising mana- 
ger of American Chain, I tuned 
in on the old radio on Printer’s 
Ink’s quarter hour on highway 
safety. It was in tempo with the 
times and the main theme had to 
do with what happened some 20 
years ago, setting up American 
Chain as the originator of “fear” 
advertising, which is now the 
heavy artillery in the present cru- 
sade to safetyize automobile op- 
eration in this country. 

oe at * 

IT WAS THIS Lashar that set 
off this “fear” gunpowder two 
decades ago in his American 











R. R. Pulls Out; 


Truck Pulls In 


WYNOT, Neb.—This town 
is busy writing the answer 
to the question of what hap- 
pens to a town when the 
railroad pulls out. That’s 
easy—the motor truck pulls 
in, 

Rumors that $4,000 homes 
were offered at $400 and 
that business was at a 
standstill are the bunk, says 
Wynot. 

Latest reports indicate 
that the situation is quite 
different. Stores are sup- 
plied by truck, with rates 
15 to 20 cents a hundred 
pounds instead of the 
former 75 cents. 

So all in: all Wynot 
doesn’t seem to be worrying 
much about having no rail- 
road, It seems quite content 
with its trucks. So Wynot? 








Chain advertising. And what a 
furore it created in the ranks of 
the motor car manufacturers! 
American Chain was put on the 
spot for the campaign. The Na- 
tional Automobile Chamber of 
Commerce inveighed against it, 
it being claimed that such copy 
had a decided tendency on sales, 
making people afraid to buy cars. 
At that time, though, the traffic 
problem was not as serious as it 
is today and American Chain’s 
campaign was considered harm- 
ful to the automobile industry. 
s- * * 

IT’S A HORSE of another color 
nowadays. The automobile indus- 
try realizes, apparently, that such 
drastic advertising is necessary 
to arouse the people of the na- 
tion to the seriousness of the sit- 
uation. Which sorta explains why 
“and Sudden Death!” attained 
the vogue it has in this nation- 
wide crusade. And American 
Chain must feel that its 20-year- 
ago “fear” campaign was justi- 
fied. 

* * * 

KAYE DON revisited Detroit 
one day this way. He did not 
come to try to lift the Harms- 
worth Trophy and carry the 
motor boat championship back to 
England with him. He came here 
as Pontiac distributor for the 
British Isles to tell Harry Kling- 
ler how he’s doing. 

The famous driver of both 
speed boat and racing automo- 
biles took over Pontiac last sum- 
mer. He now has 30 dealers in 
his territory and they are sell- 
ing about 60 Pontiacs a month. 
Don isn’t thinking of racing these 
days—he’s thinking of Pontiac. 
He’s still suffering from a lame 
back as a result of that accident 
on the Isle of Man, when he 
smashed training for an attack 
on a road record. 


AN INVALID CHAIR built into 
a Plymouth sedan. It is rigid con- 
struction of the safety-steel body 
made possible removal of the cen- 
ter door post to provide a doubly 
wide opening for the chair. A set 
of grooved rails and four auxili- 
ary wheels bring it safely to the 
pavement, Then conventional rub- 
ber-tired wheels are ready to roll 
the occupant wherever desired. 





WHEN YOU HAVE 





It has been true 


for a quarter-century — 


[t is truer than ever in 1936! 





7. for a quarter-century, and truer than 
ever in 1936, is the Chevrolet dealers’ own 
slogan: ‘*When you have the Chevrolet franchise 
you have friends.” 

The relations between Chevrolet dealers and the 
public —relations upon which all dealer-profit 


depends—are more friendly than ever since the 


introduction of the new 1936 Chevrolet—the only 


complete low-priced car. 


And the relations between Chevrolet dealers and 


the Chevrolet Motor Company are also even 






more friendly than at any time in the past, 


Certainly, Chevrolet is doing more than ever 
before to help its dealers make money. By giving 
them the most brilliant product in all Chevrolet 
history. And by backing them with extra-helpful 
services in advertising, retail sales training, used 


car merchandising, business management and 


other fields of activity. 


This year will be still another big year for Chev- 
rolet dealers. Witness the record reception which 


the public is giving to the new 1936 Chevrolet! 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


6% NEW MONEY-SAVING G.M.A.C. TIME PAYMENT PLAN 
0 


Chevrolet dealers have the further advantage of the new G.M.A.C. 6% Plan— the 
most convenient, most economical and easiest to understand of any time payment plan. 


CHEVROLET 


A GENERAL 


MOTORS VALUE 





YOU HAVE FRIEND. 
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